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The Customer Has New Wants 


Keep Step with the New Methods 
By Prof. Albert W. Frey, Amos Tuck School 


IN HUBBARD never put 
truer words into the mouth 


of his character, Abe Martin, 
than when he had him say recently, 
“Nothin’ makes a sixty-year-ole man 
as mad as havin’ a twenty-year-ole 
clerk-tell him what style o’ shoes he 
ought t’ wear.” But he could have 
gone farther and said that nothing 
makes a twenty-year-old male or fe- 
male as mad as having a sixty-year- 
old clerk tell him or her what style 
of shoes she ought to wear. The 
new world of shoes is stepping out— 
into footwear different from the old- 
time stuff. 

Twenty years ago this generaliza- 
tion would have been dangerous. But 
we are now doing business in 1927, 
which seems difficult for some mer- 
chants to comprehend. They cannot 
understand why 1907 practices fail 
to produce when employed at the 
present time. As one merchant re- 
cently asked, “How can I make a 
profit today with the same mark-up 
I used some years ago, when 
my taxes, rent, salaries and 
every other expense item has 
increased tremendously?” If 
due attention has been given 
to methods of 
increasing sales 
and reducing 
stocks, and still 
no profit is 
available, then 
there is but one 


wo 


of Administration and Finance 


answer, “He can’t.’”” Bound by tradi- 
tion, however, he will continue to use 
the same mark-up in spite of rising 
costs of doing business. 

There is altogether too much tradi- 
tion in some shoe stores. There is 
too -great a tendency to rely on one’s 
own experience. Today one’s own 
experience is helpful to be sure, but 
it doesn’t go far enough; the experi- 
ences of others should be allowed to 
carry some weight. The dealer 
should assemble all the facts that are 
so easily available today and make 
use of them. The fact is that the 
average dealer is tired of hearing all 
this talk about changed conditions, 
consumer demand, cost systems, 
turnover and the like. Most advice 


To get the money—today if the public wants style, style it must be given. 
women want dove gray today, white tomorrow and rose pink the next day, gray, white 


and rose pink it must be. 


on methods of conducting business 
falls flat—it’s an old story. And old 
as the story is, there are few of us 
who are willing to learn a lesson 
from it. It hurts to be told how to 
manage our own affairs. We hate 
to heed advice, even though we 
recognize its truth. 


N this class is the merchant who 

buys the same number of shoes 
each year, regardless of changes in 
this market. In this class also is the 
buyer who purchases the styles that 
appeal to him rather than the styles 
that appeal to his possible customers. 
Also the merchant who sets mark- 
up arbitrarily without regard to 
expenses. 

Not only the shoe dealer has had 
to change his tactics in order to sur- 
vive or hold on; every retailer is up 
against the same problems. Look at 
the retailer of lumber for example. 
A few years ago we went to him for 
lumber to be put to a certain use 

and took whatever he cared to 
sell us. In the last few years, 
however, we have been educated 
to the various kinds and finishes 
of wood and a multitude of sub- 
stitutes. We 
specify oak, 
white pine, 
Beaver Board 
Celotex or what- 
ever. The wise 
lumber dealer 


[CONTINUED ON PAGE 114] 
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Related Shades of a Given 
Color are Best for a 
Merchant to Buy 
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Was good taste given you at birth, like a pug- 


nose, or red hair? Then you are indeed most 


fortunate. The rest of the 


shoe and leather 


world salutes you in helpless admiration. Good 


taste is not a mysterious gift, but is something 


which can be acquired. 


Related shades of a given color have buying 
appeal, while unrelated shades are perilous. 


By Eugene Franklin Peirce 


Our color authority. 


HEN Mother Eve went 
into the garden to select 
a boutonniere for her new 


spring suit, she chose a rose for the 
reason that the center of the rose 
was a dark pin, whereas the petal 
was in a lighter shade. The gradu- 
ated shades of pink pleased her 
eye, so you see the composé theme 
is older than civilization. 

The same color gradation prevails 
in other flowers, such as violets or 
asters, hence there is nothing new 
in composé except that great uni- 
versal liking for blending colors. It 
is a follower in the cycle of style of 
the ombrés of last year. In the 
dress world the ombrés did not cut 
to advantage, so that also was a fac- 
tor in developing the new composé 
mediums. 

If any shoe designer brings out 
composé in anything but closely re- 
lated shades of the most #nobtrusive 
kind, or if any buyer stocks them, 


that is, unrelated shades of a shoe 
color, then they both will get stuck. 
Two closely related shades of beige, 
tan, grays, soft browns, and even 
blues, would be as far as I would 
recommend the shoe trade’s going 
into at the present time. 

Blues will be chosen for hats, 
coats, accessories, and in closely re- 
lated shades of not more than two 
in dark blue footwear. And this is 
a good place to say that two shades 
is the limit in the composé for foot- 
wear. 

The reason for this is clear. “Low 
cuts” in shoes are to be favored. 
Therefore hosiery will be especially 
in evidence. And so one must avoid 
clashing shades in shoes, hose, and 
in the dress with which they will be 
worn. Too many cooks spoil the 
broth and too many colors spoil the 
ensemble. 

Without splitting hairs, it may be 
said that ecrus, beiges and tans, 


with emphasis placed on pure beiges, 
will rank third in colors for coats, 
dresses, suits composé, while having 
a place for accessories. It is said 
that the chic women in Paris choose 
beige for a combination with both 
black or white instead of colors. 
This to be exclusive, since broken 
colors have long ruled the world of 
fashion. 


HHOUGH special reference will be 

« made to footwear further on in 
this article, it may be here set down 
that beige reptile footwear will ‘sell 
out clean during the spring, summer 
and early fall of the present year. 
Beige is comparatively a pure color. 
In fabrics it is quite possible that 
pinks from flesh to rose will retain 
their present position for summer 
wear. We think so, -since floral 
printings are everywhere highly re- 
garded, especially in chiffons for 
summer wear and for the additional 
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reason that pink roses are a favorite 
form of decoration for sheer sum- 
mer dresses. Moreover, pink is a 


pure color and a good combining 
color with white, blue, green, each 
of which is an assured favorite in 
spring printings. 

Banana yellows have two chances 


for winning favor. First, for the 
reason that it is in high favor for 
sport wear. Gold yellows, too, look 
promising, since they are combining 
colors with blues which are to be the 
top liners, 


TH the fashionables, there is 

certain to be a renaissance of 
sheer, semi-sheer, delicately-woven 
and colored dress fabrics for summer 
wear, which makes a place for beige 
kid footwear in a price range from 
six dollars up for volume selling. 

Nevertheless, every shoe man 
knows that the exclusive few always 
favor black footwear when the feet 
of the many are shod in a given 
vogue of color. And so, when the 
grand spring and summer shoe rush 
is at high-water mark, the exclusives 
will take up black patent leather 
pumps. 

At all events, every first-class shoe 
store or department should have 
black patent leather footwear in at 
least one indicated pattern, since 
nothing is more refined for dressy 
wear and therefore salable. Opin- 
ions differ as to the pattern that 
should be apportioned to one black. 
Inasmuch as the tendency is toward 
simplicity in both patterns and 





This year the surprising thing has been 
the change of interest in Southern foot- 
wear. Previously the high grade stores in 
the North selected shoes for their custom- 
ers going South. That has changed for 
now women and men going South take 
with them only the bare necessities in cos- 
tume and footwear. They found from 
previous experience that at Palm Beach 
and the Southern resorts across the coun- 
try, mid-winter styles were entirely dif- 
ferent from the rest of the country, and 
what was purchased in mid-winter in the 
South was invariably good in mid-summer 
in the North. The South now “Says it 
with Style” first. 





colors, we favor a plain sandal or a 
pump. If two are selected, the pump 
might carry a small decoration of 
beige lizard skin. 


Leathers 


For spring and for summer wear, 
light beige kids will comprise the 
volume sellers; reptilian leathers, 
especially lizards, will take a long 
step forward, since prices for best- 
made footwear will reach $50 a pair. 

French dressmakers are choosing 
lizard skins with which to trim the 
new spring model dresses for export. 
This will help to popularize lizards 
in footwear. 

It should be remembered that rep- 
tilian leathers, once a trim, are now 
chosen for the highest-priced, ready- 
to-wear shoes carried by exclusive 
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shops, and hence have two chances 
for a big run. All reptilian leathers 
will sell in volume, including alli- 
gator, lizard, python. 

The sum and substance of the 
whole subject of fashions in footwear 
for women is that pure colors are to 
rule, since they are already estab- 
lished in the finest silks and woolens, 
and for the additional reason that 
matching colors are better positioned 
than formerly. 

Evidence of a return to sensible 
colors is presented in recent windows 
put in by James McCreery & Co. of 
New York, since the windows front- 
ing on Thirty-fourth and Thirty- 
fifth streets, combined, contained 
one hundred separate and distinct 
articles, each of which was wholly 
or in part of beige. 

Outstanding were laces, silks, 
woolens, worsteds, hats, shoes, hose, 
lingerie, accessories. Black bottles 
containing cosmetics were decorated 
with beige motifs. Articles for chil- 
dren’s wear were in beige, and all 
striking color combinations were ab- 
sent. 

With makers-up catering for the 
trade of merchants whose clientele 
are slow to accept the last word in 
colors, white is seen in combination 
with red, blue, green and yellow. 

Gray and yellow are frequently 
seen in combination, as are violet and 
mauve. Retailers catering for the 
devotees of sports, are making the 
best success with yellows, especially 
in flannels. 
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Geting More Soe Shoes Sold Right 
A Sixth Shoe Sense 


NEW and perilous element comes into the shoe 
trade this spring through the introduction of 
costume harmony between the shades of color in 
dress and footwear. We have heard about en- 
semble, but it was not considered as a serious fac- 
tor in shoe selling. But slowly the American 
woman began to insist upon something other than 
straight blacks, tans, grays and whites. The deli- 
cate tonal shades of hosiery started the disturb- 
ance, even blacks took seven tones and hues. Thus 
you see color enters-a trade not only in the neutral 
shades of brown but for mid-summer soft shades 
of green, blue, yellow and red. The result is a 
perilous stock if purchased without definite under- 
standing of its place in the scheme of dress. Once 
understood, color can be made the basis for real 
profit, as one merchant found in his luster slippers 
bought at $6.40 and sold at the courageous price of 
$22.50. His town wanted slippers that glistened 
in the evening social light and he profited accord- 
ingly. 

“If I know the coming fashions in dress I can 
pick the shoes correctly,” is what George Miller 
says. So when a flash of black and white appears 
he makes up patent leathers and satins with black 
and white snakeskin. The dress finds its compan- 
ion footwear waiting in the alert merchant’s stock 
when both are most zestful. The tailored vogue 
finds its tailored oxfords at the right time. Thus 
in this issue we highlight the costume and its cor- 
responding influence on shoes to aid the merchant 
in getting more shoes sold right, at a right profit. 
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Know Your Onions 


BUYER who attended the big conventions and 
listened to the siren voice of Fashion, sets 
forth his grievance in the following decided terms: 
“I do business in a small city, with a conserva- 
tive, slow-going trade. I have been reading for 
the past year the propaganda of the style-makers 
and big-town fellows. I had made up my mind 
that I was in the high grass and that my stock was 
lacking in the finer touches of high style and beau- 
tiful shoes. I went to all the style shows and con- 
ventions. I saw beautiful shoes and listened to 
the dulcet tones of the high pressure salesmen. | 
fell. While under the spell I bought many shoes 
that were urged upon me by salesmen who have 
never been in my town and who know absolutely 
nothing of my needs. But I believed them when 
they told me I should tone up and get into the fast 
game. Well, here I am back at home again and | 
wish I had never left it. Hereafter I shall buy 
my shoes right here in my own bailiwick where 
home influences will dominate my action and tem- 
per my judgment. 

“Here are a few of the mistakes I made. | 
bought fancy evening slippers in brocades and 
pastel shades that are intended only for a great 
city. I bought futuristic patterns, all dolled up 
with many tones of colors. I bought extreme high 
heels, spikes, high French, and all that truck. | 
am sure that I am stuck. Away from the excite- 
ment of the conventions and style shows I come to 
a sober realization that my town will not go in 
for the extremes of style. My trade is a low-heel 
trade, a trade that is contented with plain, good- 
looking shoes. If I ever get out from under this 
load I shall confine my buying to the shoes that | 
am sure will sell here in my town—not on Fifth 
Avenue or other fashion lane. I am going to buy 
for the Mary Janes and Ann Elizas that live right 
here.” 

Doubtless there are other buyers who are suffer- 
ing from the same sort of katzenjammer. The 
buyer who stays at home while abroad is the wise 
bird. It is better to remember home conditions 
while away on a buying trip. 


Barnum Policy Will Not Do 


WE are living in an enlightened age. No longer 
does the great public swallow the sucker 
bait. The merchant who offers “$16 shoes at 
$7.95” is only kidding himself. The merchant who 
offers passe style as “new, authentic spring fash- 
ions” fools no one but himself. 

To be sure, there are a few scattering persons 
who buy building lots that they have never seen 
and mining stocks on the unsupported word of 4 
slick-tongued rogue. But the majority of Ameri- 
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cans are skeptical of advertising that appears 
doubtful on its face. 

Local organizations with their Better Business 
Bureau are gradually bringing the erring ones to 
see the light. Warning followed by prosecution 
if offense is repeated has a very salutary effect 
upon the man who skates on the thin ice of half 
truths. 

There is but one sure foundation upon which to 
build a business and that is Truth and Reliability. 
Bs * * 

“No, we ain’t got none of them things.” The 
speaker was a shoe clerk—not a salesman. He 
was an extra, hired during the rush of a clearance 
sale. After the sale he will return to his nice seat 
on a bench in the public park where he will join 
in the chorus of the down-and-outers—“Capital 
don’t give no man no show no more.” 
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done for the industry as a whole, but the business 
will be successful only after the industry has 
emerged from the slough of despond. 

On page 37 of the RECORDER of Feb. 5, Waddill 
Catchings says: “ a surplus is created 
and to the extent that individuals save, there is a 
deficiency in consumer purchasing power. That 
deficiency is only made up in connection with the 
creation of new capital facilities.” At the present 
time there is little likelihood of the creation of 
new capital facilities in the shoe industry, which 
is already overburdened with investment. There- 
fore, it is more probable the new capital facilities 
will be created in lines for which we are accumu- 
lating potential demand. When many shoe manu- 
facturers find splendid investment opportunities 
in new fields of profitable operation the remaining 
field will not be too overcrowded “for a profit.” 


* 


“Business is rotten, let’s go up to the room and 


play a few rounds of 
draw.” That was the 
statement and invita- 
tion of a traveler who 
haunts the hotel lobby 
instead of going out and 
hunting orders. Some 
of these fine days he 
will be looking for a 
new line with the com- 
plaint that manufactur- 
ers are unappreciative 
of a man’s efforts. 
* * ok 


And now comes a 
scarcity of sole leather 
they say. It surely has 
been scarce enough in 
shoes. ; 


Too Much Is 
Overplenty 


UT of the existing 

industry will 
emerge a_ sufficient 
number of substantial 
concerns to afford an 
excellent market for its 
productions and to as- 
sure its permanent 
prosperity. 

The transition of the 
industry from confu- 
sion to stability will be 
a process of elimina- 
tion by capital exhaus- 
tion. Nothing can be 


¢ 





* From every source of research you will get con- 


firmation of the trend of industry. 
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The ‘Reason Why 


MATHIS, KAMM & SHIME 





Jacksonville, IIl. 


We recently mailed a check renewing our Boot 
and Shoe Recorder subscription to November, 1928, 
which will complete 23 years’ continuous subscrip- 
tion from this firm to your publication. 

The writer was also a regular reader of the Boot 
and Shoe Recorder for many years previous to this 
time while employed by other concerns. 

We read the Boot and Shoe Recorder for the 
same reason that we eat our meals, i. e., we not only 
enjoy the time thus employed, but it helps to keep 








us “alive.” 

We cannot afford to miss its snappy editorials, 
convention and style show reports, pictures of people 
engaged in the business, news items, style trends, 
and advertising pages. 

It was an idea suggested to us by a Boot and Shoe 
Recorder advertisement years ago that has been in- 
corporated in every advertisement we have ever put 
out since that time. 

Very truly yours, 
(Signed) CHARLES L. MATHIS. 


* * * 


There are some men who “cannot afford” the 
time to read their business papers. 

Our investigations have shown us that such men 
are usually very much occupied in “sitting 
around” a deserted store. 

Mr. Mathis is a busy man with many active in- 
terests. 

But he makes time to read the Recorder every 
week in the year. 


Sacer & To 


President. 
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Quoting from 
“What Price Progress,” 
by Hugh Farrell, Put- 
nam’s, 1926, p. 162, 
under Packing and Tan- 
ning, chap. VIII: 

“Think about trouble 
and then fix in your own 
mind the industry— 
outside of your own, of 
course—that has more 
of it than any other in 
the world. Then per- 
mit me to tell you that 
you are wrong — that 
you selected the wrong 
industry. The right 
answer is the leather 
industry, which has 
more troubles’ than 
Carter had oats. 

“For one thing, it is 
not possible that all of 
the factors in the in- 
dustry can survive, not- 
withstanding that, as a 
whole, it has shown an 
astonishing tenacity in 
keeping its grip. The 
basic trouble with the 
industry—I am speak- 
ing of the tanning in- 
dustry—is that it is 
over - equipped. There 
are enough tanning 
plants in this country 
to supply twice the de- 
mand for leather and 
tan twice the available 
supply of hides!” 
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Advertisements That Women Read 
Krupp & Tuffly Confine Their Remarks to One Style at a 


Time and Use the Society Pages 
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“Lattice” Effects 
Lend Smartness 
to this New Slipper! 


— 


IMPLE OF STYLE—vet with that posi- 
S tive air of spri smartness about it— 
this new Sli the “Lattice” 
decorative motif is to be one of the popular 
types of the season. with a comfort- 
able height Junior heel—of these materials: 
—PASTEL PARCHMENT KID 
—ROSE BLUSH KID 
—SHELL GRAY KID 


each with contrasting “Lattice” trimming, 


Your Mafl Order wil! receive tm 
mediate attention! 








One shoe to an ad is the essence 
of Krupp & Tuffly advertising to 
women. Only one pattern is shown 


RUPP & TUFFLY, one of the 

biggest shoe houses in the 
Southwest, has a system of adver- 
tising which apparently appeals to 
the women and which is in a class by 
itself in Texas. 

The company, of which Lou Tuffly, 
past president of the Texas Retail 
Shoe Dealers’ Association, is head, 
advertises but one style or design 
of shoe at a time. The company 
uses the “society pages” or “society 
section” for its advertising. In the 
Sunday editions the company carries 
space on the front page of one of 
the big daily’s society section. There 
is invariably a snappy picture of the 
style of shoe being offered the pub- 
lic, the newest thing the company 
has in stock. The advertisements 
are not “crowded.” They tell the 
simple story of the style offered, and 
leave the impression that when the 
smartest and the latest are wanted 
in ladies footwear, the firm has it. 

Only one pattern is shown in any 
one advertisement. Thus effort is 
concentrated and a much stronger 
style impression is made on the 
woman reader. Social functions 
mean “fashion,” hence an added style 
impression by having the advertise- 
ment printed in the society section. 


“Mi ary Lou” 


—the newest of the new—and prominent 
among well-dressed feet of style-wise 


women | 
1 1 > 
AR} LOU makes its appeal to lovers 
the clever 
In these combinations 
—PASTEL PARCHMENT KID 
Ptaza Gray Kid Overlays 
—WATERLILY KID 
aramel Kid Overtays 


y 
—SHELL GRAY KID 
Rose Biush Kid Overlays 











All the advertisements shown on m 

this page have been planned to in- 

vest the merchandise with the right 

atmosphere. The appeal is made 

directly to women with taste and 

money, and to women who ape the 
latter class in dress habits 








UNSHINE pours into Summer Styles Will 


the fashions for sum- 
mer in footwear as well as 
in garments. Light, airy 
and youthful characteristics 
in shoes as well as dresses. 
If the shoe and the dress is sporty it has a place in 
every stock and is salable at a profit. Such a wave of 
interest in sandals and cut-out shanks is unprecedented 
proving that any limit in pattern and color is possible, 
probable and profitable. 

The lighter shades of blond and the pastel tones have 
been carried on into the rose pinks and even a step 
further into the water lily pale effects off from the white 
—and even white pure white—comes back as an offset to 
high colors from black to red. 


Dominate Demand 


The lighter colors go—the 
more perishable the stock. 
Choice fruit is not more 
perishable so the first requi- 
site in the purchase of the 
extremely light colors or the 
very loud coloring is the resolution—a profit as large 
as the traffic will bear. 

It now appears that the retail trade under-bought for 
spring and is looking for late deliveries prior to Easter 
to pull the first four months over the line for a profit 
leaving to the busy months of April, May and June the 
real burden of making the first six months of the year 
show that big profit edge needed when the lean months 
approach. The game is to the swift—the man with 
the right style at the right time—protected for a profit 
at the right price. The next step forward then is sum- 
mer styles following Easter—highly profitable. 
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COSTUME FASHION FORECAST 
A Merchant Must Know What Harmonizes 


N the domination of dress and its color in the scheme 
of attire, we come to a new period in the develop- 
ment of the shoe business, when the shoe man must 
know more than his footwear. He must know how and 
why his shoes and their colorings fit into the picture of 
attire. 

From the foremost authority in this country, the Dry 
Goods Economist of New York, and its fashion service, 
we glean these highlights : 

“Skirts remain as short as they were yesterday, last 
month and a season ago. They enjoy a variety of forms. 
The fashion of pleating only the front and leaving the 
back plain becomes more marked, though at the same 


time there are.numbers of all-around pleated skirts in 
box and side pleating. The box pleat improves its posi- 
tion, appearing in both wide and narrow forms as well 
as the medium width. 

“The full gathered skirt appears in chiffons and 
crépes, and remains first choice for the picturesque 
taffeta. Gathered tires are seen, and in the heavier 
fabrics the straight or slightly circular tier is noted. 
Tiers have gained in coats where perhaps in dresses 
they have lessened a little. A coat may. be tiered from a 
shoulder yoke down to the hem, provided the tiers be 
flat. The influence, therefore, on shoes is in lines and 
stitchings rather than panels and underlays.” 
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The original new 
side - open _ sandals 
which you will re- 
member appeared first 
in the Recorder last 
November, and which 
has brought about a 
new era. It és gold, 
pink and rose com- 
bined. 


Wide open spaces in 

this sandal of rose 

beige calf shows what 

wildness is possible in 

mid-summer shoes on 
a shapely foot. 








A FOOT OF LEATHER 
IN SANDALS AND OPEN SHANKS 


A little here and a little there—one foot of leather to the pair—such 
is the high style of evening now developed into sportswear 


HERE is a distinction in higher grades of sandals 
and open-shank footwear. In lower-priced shoes 
they are not cut down to the arch but support is left at 
the side to insure fitting qualities. From the front, how- 
ever, the effect is none other than open-shank appear- 


ance. Gold piped, and gold 


This saddle open 
shank “T” strap san- 
dal is new in its com- 
bination of ruby 
patent and a speckled 


In higher grade footwear, beautiful effects in shoe- 
making have been developed with shoes cut down to 
the arch and only the airiest sort of support throughout 


filled heel in a nov- 

elty sandal with its 

upper of orchid kid of 
high lustre. 


red heel strap and 


pa the construction of the pattern. Back parts, in many 


cases, are merely straps, and in other instances slashes 
in the vamps are observed. Style impresarios are buy- 
ing open-shank types with closed quarters and very little 
if any cutouts in the vamp. The T strap is preferred 
by many in both sandals as well as open shanks. Sad- 
dles seem to have been the niotif for many designers. 
Few of the sandals are all-over patterns. Combinations 
are strong and you can almost name your color and 
trimming preferred. Watch for a patent leather sandal. 
It may appear as the surprise shoe of the summer 
season. 














ts in 
posi- 
well 


and 


The classic design of 
this oxford illustrated 
beauty in line for a 
tailored oxford dress. 


BooT AND SHOE RECORDER 


A fancy vamp and 
heel with a tone of 
brown in the high fin- 
ished kidskin upper 


Mare 


The pale gray is off- for newness. 


set by the high lustre 
lizard trim. 


Cut ’em out on the 

sides for beauty and 

here we have two 

tones of pastel parch- 

ment and rose beige, 

softened in shade to 
blend. 


COLORS HAVE MEAN- 
ING ALL THEIR OWN 


**7~OMPOSE effects are often worked 

C out in striking ways, assisted by 
fashionable contrasts, such as the association 
of black and white, of pink and red, mauve 
and violet, pink and mauve, and the three 
tone harmonies stressed in green, blue, rose, 
gray and the Mother Goose tones that 
shade down from a biege. 

“Hips continue to endure a degree of 
tight fitting that would spell strangulation 
in a collar. 

“In addition to the strictly mannish 
tailored two-piece suit, which is not in the 
ascendent, there is a rather soft-tailored 
version, usually belted, accompanied by a 
contrasting overblouse or a bodice top at- 
tached to the suit skirt. 

“The sports suit inclines to jersey, kash- 
mere, tweeds, basket weaves, with separate 
blouse usually contrasting in fabric if not 
in color and often a knitted blouse in har- 
monizing tones. 

“The belt comes into the picture as a 
detail of consequence. Sometimes it does 
real work in the way of fastening or in 
holding fullness, again it is obviously orna- 
mental: The flashing beaded belt that 
adorns the evening dress belong among the 
latter. Belts appear in various mediums, 
in reptile skins; baby calf, sueded kid, rib- 
bon and fabric. Even the alligator belt may 
have gold trimmings, and the velvet ribbon 
belt will fasten with an ornate clasp. Coats 
no less than frocks put reliance upon belts.” 





In a patent more pos- 
sibilities for unusual 
shoes can be found. 
Here is a cut out ef- 
fect with a heel in 
red, following the 
Spanish. 
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The sport type of 
footwear says go the 
limit in materials. 
Here A red patent 
top, plaid gray quar- Checked or gingham 
ter and heel, and a calf for a vamp with 

light gray vamp. a top to match—one 
button. 





















és IFFLE,” says .the old-timer; “shoes are foot 

coverings first and styleful second.” As a re- 
sult he lost his money buying “so-help-us” shoes when he 
should have had “an-eyeful-line.” When fluffy dresses 
were in he had hard looking oxfords, and when tailored 
dresses were in he had gingerbread styles. Well, the 
merchant, who would know his game, keeps informed on 
the dress movements, and on these pages we illustrate 









Sportswear is the big 






thing this summer, typical costumes of'the advance season, which, with the 
and here we have a ‘ ; ; 
_ flat colonial with shoes, are to be popular into June. When July comes 
three tones of leather then consider the lightest, niftiest numbers ever designed. 







for the blending with : : : 
sports attire—all three The tailored vogue in a two-piece costume means a 


can find some har- place for new oxford styles; very distinctive and smart 
mony somewhere. 3 ‘ . 
lined. When you see designers taking two tones of gray 
or pastel parchment and separating them with the trim 
line of an edge piped with silver for the gray and gold 
for the parchment, then you are witnessing a new note 
of elegance in the shoes for summer. 
The cut-out oxford flashes into style again, after a 
period of panels and underlays. All possible materials 
have their place, but good taste in blending is obligatory. 
The possibility of every pattern being salable makes 
presentable to the young lady of fashion, straps, pumps, 
oxfords and step-ins. 
















\ ee 


The Prince of Wales 
pattern made such a 
feminine hit that it 
continues the smart 
shoe for society wear. 

















Real alligator is good 
when tinted in the 
softer shades of tan 
and blending with the 
upper and strap. 
















Two tone _ closely 
blended of gray for 
the post-Easter sea- 
son with piping and 
buckle piping also of 
silver kid. 








The outstanding fea- 
ture shoe for the sea- 
son is the one with a 
costume jewelry strap 
as here shown on an 
ornate leather wpper 
with a flat tone heel. 


To fasten a piece of 
costume jewelry on 
the center of the bar 
that crosses the ankle 
is new—gore control 
beneath. 


WILL THE VERY VIVID COLORS 
FLUENCE THE MID-SUMMER DEMAND? 


It is freely pre- 
dicted that the gray is a sort of mid-season fad—that is, 
between winter and Easter time—and that the lighter 


LIRTING with the greens, reds and blues in fancy 
patterned shoes, sandals and open-shanked foot- 
wear, will the shoe merchant make a great success out of 
high colors this year? His experience three years ago 
was disastrous, but perhaps that was due to his lack of 
color understanding. Today the new green is apple 
shade—the new blue a turquoise and the new red a 
fuchsia, and the harsh colorings have disappeared. 
Water lily and gray are the shades that hold the front 
in style at this writing. Stores that have opened the 
spring season actively are showing many charming 
models in the light colors. The demand for gray caught 
many of the wisest buyers off their guard. Several rush 
orders have gone over the wires. Just how long this 
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Goring is the only 
means of adjustment 
on this center strap, 
open sided, two tone 
shoe. The gored cen- 
ter strap is Paris’s 
newest adjustment. 


High lustre pearl fin- 
ished kid is the 
smartest thing on 
Fifth Avenue.and the 
little inserts are of 
high glazed lizard. 


IN- 


demand will continue is problematical. 


shades will replace it later on. Black patents continue 
to be good sellers right along with the newer spring 
stuff. Also, the black satin had its innings. But indi- 
cations are strong that blacks will pass with the summer. 

The vivid colors should not be revealed to the public 
before June so that a national business may be had on 
these mid-summer shoes in the trying months of July 
and August. To spring them before is to menace their 
sale later, and to spoil their pre-sale also. - The place for 
high colorings, as well as panama fabric shoes with all 
the weaves and colorings, is in mid-summer. 








Waterlily is smart An effect of cross- 
| combines with bars and a diamond 
delicate colors in of a grain leather is 
green, orchid, etc., here cleverly done— 
and here we have an the bars are light but 
effect like a medallion well re-enforced. 
on the vamp. 


To use the flowing 
lines of an applique of 
beige alligator over a 
softer tone of tan 
vamp in a step-in is 
popular. 


COSTUME JEWELRY NOW 
APPEARS ON SHOES 


HE limitations of decoration on shoes 
have been lifted with the appearance 
of costume jewelry for smart summer foot- 
wear. The use of a large stone as center- 
piece, with links of chain on both sides, is 
an idea from the French that has taken the 
trade by storm. Put the jewelry on the 
foot is the new fad and it has gone so far 
as to place twenty-four bangles on the 
ankle so that in dancing the jingle of the 
metal is melody in itself. 
A more careful harmonizing, 
of trimmings, and even the 
French braiding is the outstand- 


ing feature of the newest shoes. 
Any old edging will not do; the 
shoe must be framed in exactly 
the correct colored trimmings. The buckles 
used on the small straps are of gold or silver- 
plated metal, and are small harness buckle 


types. The buttons are not mere buttons 
but carefully selected for color and for 
design, for the little rosebud button has ap- 
peared, and one more ornate is one half 
hidden in pinpoint rhinestones. 

The fine detailing of shoes, with contrast 
colored pipings or gold and silver bindings, 
together with the fine neediework over 
materials, panels and floral designs, has 
made the new shoe a work of art more 
often scrutinized on the hand than on the 
foot, for its beauty is apparent to all. 


=e 


\ 2 -- 


Baers 


a at SU=eEy 


It was a real artist 

who took the liberty 

of putting little leath- 

er flowers on the 

vamp, the petals of 

which are not sewed 
down. 
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STYLES NOW BLEND 
INTO NEXT TREND 


T was found to be good business practice in the garment field 
I to have no sharp corners of style but rather to let one fashion 
melt into its successor, naturally and logically. By this merging 
of styles from one period of the year to the next and from one 
seasonable type of dress into the next logical step of fashion the 
merchant has been protected in his old stock as well as in the 
purchase of new. 

This policy, too, has been forced upon the shoe trade so that 
many merchants bought blond leathers in December and January 
to protect their holdings from last season—likewise they bought 
blacks in more dolled-up effects to protect what they already had 
in hundreds of pairs on the shelf. With every new step forward 
in style the merchant protects his old hand by a sweetener here 
and there. 

So look for progress, step by step, and not by leaps, being sure 
at each step to stop, look and listen. The merchant who took our 
advice last November to lighten his colors as the season pro- 
gressed, has made sales right along and has carried his customer 
forward to an approval of lighter colors for months to come. 
The merchant who, however, tried to protect himself by buying 
June colored shoes and starting the sale of them in February got 
cold feet on colors early and he is headed for P. M.’s and red 
ink in stock that will hang heavy on his shelves—killed by too 
much protective anticipation, for he expected that if the shoes 
sold slow in February he could still get his money out of them 
by August. 


The wishbone  pat- 


the standard fitting 
values of the one 
strap. Piping and 
wishbone in shell 


other. 


Twin straps and mul- 
tiples of straps are 
returning in walking 
vies of shoes Even 
a@ Roman sandal with 
many straps has a 
chance this season. 


It was a Frenchman 
tern is a variation on whe cinscloed 

idea of splitting the 
heel and quarter in 
~ —s a Bow 
and pear , and the 
gray. vamps are also differ- 
. ent one side from the 
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Odd sided strap ef- 
fects are good, if 
clever, and here we 
have a novelty effect 
in two tones of pastel 
parchment. 
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AN OPPORTUNITY FOR 
EXTRA PAIR SALES 


TO MEN 
A Profusion of Dolled Up Sport-Type Shoes 
Ready for Spring and Summer Trade 
l | YHE shoe manufacturer is following the lead of the 
men's clothing industry. Color in shirts, collars, 
ties and in sport attire generally, has its close 
parallel in shoes now going through the factories in every ff 
part of the country where men’s shoes are made. 
Under the heading, “Color In Sport Shoes,” in the 
Dec. 4 issue of the Boor AND SHOE RECORDER, we said: 
“In this division of their dress, men have accepted 


color in sweaters, knickers, hosiery, neckties, etc., and 
they are now ready for some real color in shoes.” 

In the succeeding issue, that of Dec. 11, was this state- 
ment: 

“Men want ’em dolled up now. They want color and 
life in shoes as well as in clothes.” 

The ten weeks which have intervened since then have 
served to bear out this prediction—only more so. Not 
only is color freely used in this process of dolling up 
sport and semi-sport footwear, but pattern elaboration 
has been resorted to with marked success. In general it 
may be said that the lower the grade of the shoe the more 
elaborate the pattern. 


In this elaboration of color and pattern is the best 
opportunity the retail shoe trade has tver had to 
make two-pair sales. The wide difference in appear- 
ance between shoes of the sport type and those for 
street wear is so marked that men can scarcely avoid 
buying two pairs if they have any wish at all to dress 


in keeping with the occasion. 

Without knowing it, the men’s clothing business and 
the manufacturers of haberdashery have rendered the 
shoe industry a most signal service. They have sold men 
so thoroughly on their highly colored, highly ornamented, 

The shoes shown on this page give a good idea 
of the lengths to which manufacturers have gone 
in elaborating on pattern. At the top is an extreme 
pattern worked out in tan and smoked elk, with 














brown stitching contrasting with the elk and white 


stitching contrasting with the tan. In the middle 

is a companion shoe in the same color combination. 

More refinement of detail is shown in the shoe at 
the bottom—white elk with blond trim. 
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styleful merchandise that men who wear it (and their 
name will be legion this Summer) will be absolutely 
forced to wear shoes in keeping. They can’t help pay 
attention to their shoes after having paid so much atten- 
tion to clothes unless they wish to appear ludicrous. 

No better indication of the trend of the times in men’s 
wear can be had than the following from the pen of a 
fashion observer: 

“The four-in-hand cravats that are selling just now 
and will probably hold their popularity during the Spring 
and Summer feature small figures, but we have plenty of 
rich reds and orange-juice yellows in the line. Aged 
millionaires will renew their youth at the neckwear coun- 
ter and prominent members of our chambers of commerce 
will resemble sheiks in search of shebas. 


The Ensemble for Men 


“Nervous fingers will have plenty to do next Spring 
picking out appropriate ensembles. The window display 
expert for a great Chicago organization warned the trade 
at the recent clothing designers’ convention in New York 
that the furnishings men intend to play up the ensemble 
with all the ardor of the Spring season. This means 
neckwear, handkerchiefs and hosiery to match for some 
men. The ensemble notion is a nice plaything for men. 
It occupies their minds and stimulates their fancies. 

“Man’s place today is in front of the mirror.” 

If it be urged that we are paying too much attention, 
in this discussion, to clothing and too little to shoes, our 
retort is that shoes are rapidly becoming as much a part 
of the dress ensemble for men as they are in the women’s 
end of the industry. This background of men’s wear 
style discussion is significant in that it shows the lengths 
to which other industries have gone in making men dress 
up. It is of even more significance in that it shows a 
greater degree of dress consciousness on the part of the 
male inhabitants of the country—a consciousness which 
cannot but have an effect on their footwear purchases. 

Men’s shoe manufacturers have attacked the problem 
this Summer from a slightly different angle than ever 
before. They have argued that if men will not buy dress 
and street shoes in the volume which they should, then 
they must be forced to buy sport shoes to make up the 








Now we get into fancy trims. At the top is a 
shoe of elk-cglored calfskin with the appearance 
of having been boarded. The trim is a snake grain 
of the same color topped with a deep, rich brown. 
The middle shoe is of the same color calf trimmed 
with crocodile grain leather so deeply reddish brown 
as to appear almost black in some lights. The 
stitching is orange. At the bottom is a shoe of 
heavily grained leather with golden brown hue, 
trimmed with sable lizard. Note the flange heel 
of leather. 
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needed volume. In this the industry is being helped by 
several factors—the already noted educational efforts in 
the ready-to-wear field; men’s ever growing interest in 
sports and outdoor life generally; and, third, by what 
they feel is men’s desire for something new. Heaven 
only knows they will get the latter. 


Wing Tip Coming Back 


Other good combinations are white and tan, black and 
white, dark brown and light tan, and light tan and ox 
blood. 

Wing tips, semi-wing tips and even folded tips are 
resorted to in an attempt to depart from what has been 
the accepted thing in patterns. As a matter of fact, the 
wing tip, long neglected in the shoe industry, has been 
pounced on by designers as a lifesaver and bids fair to 
stage a come-back. It is several years since this has 
found any large place in the shoe patterns of the in- 
dustry. It is particularly good on two-toned sport shoes 
and is recommended by many stylists as a best bet. _ 

This season, more than at any other time, finds what 
has been commonly known as sport footwear, divided 
into about three classes. There is the dress sport shoe 
with heel and sole of leather. It goes with long flannel 
trousers, gray, cream or white, and with the sport coat 
of blue, gray or brown. You will see it on hotel porches 
this Summer or with the gallery following the golf match 
or leaning forward in the grandstand of the tennis ex- 
hibition. 


High Decorated Sport Shoes 


In styling their lines for Spring and Summer, experts 
have used all their knowledge of the decorative arts and 
have even borrowed liberally from the field of women’s 
footwear design. Few and far between are the one-color 
sports shoes. Practically all are two-toned—some, even 
three. In the medium and higher grades, the shoes can- 
not be said to be flashy, even though the use of reptile 
grained leathers in combination with elk, or with light 
tan or even with white calf and buck, might lead one to 
think so. In the lower grades the contrasts are more 
glaring, the patterns are more complicated, at least in 
appearance, and even some of the high colors are used— 





Three new types of the Summerweight shoe. The 
one at the top is of blond calf and the panelled 
effect in the quarter is obtained cleverly by means 
of heavy and light stitching in parallel rows. The 
middle shoe is a two-toned blucher with quarter 
and saddle of medium light tan calf, and backstay, 
tip and tongue of a somewhat deeper, richer shade. 
The eyelet row is curved. The bottom shoe, an 
extreme type of the lightweight, has neither 
counter nor toe box. 
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one notable instance being blue reptile grain in combina. 
tion with smoked elk. 

By and large, the best combination, by which is meant 
the one most seen in the lines of various representative 
manufacturers, is the elk color and medium tan. In this 
combination, stitching of a lighter color is often used on 
the tan and thread of a darker color (mostly brown) js 
used on the elk. 











Shoes for Sport-Dress Occasions 


The second shoe is the “half-way” shoe—usually a 
rubber-soled creation which will serve while new as a 
dress sport shoe and which can be worn for real play 
during the latter half of the season when its pristine 
freshness has disappeared. ° 

The third class, of course, is the real sport shoe for 
the man who plays the game. It has leather sole with 
spikes or any one of the many golf soles now on the 
market. 

At least two of these classes, preferably three, should 
be in the merchant’s line-up of Spring and Summer shoes. 

In dress shoes—that is, shoes for street and business 
wear, no such strenuous attempt has been made at doll- 
ing up as in the field of sport footwear. Patterns follow 
the lines already familiar to all. Colors are about the 
same. In toes, there is still noted a tendency toward the 
custom last among the higher grades and the persistence 
of the almost square toe in other grades. This does not 
mean, either that there are no custom toes in the medium 
grade lines or that there are no broad toes in the higher 
grades. The proportion in each class of each last is about 
the same as it has been. 


New Light Weight Shoes 


New types of. Summer weight shoes also are being 
offered. In addition to lightening the sole, some manv- 
facturers are experimenting with shoes minus toe boxes, 
with abbreviated counters and with other omissions de- 
signed to make them worthy of the name “featherweight.” 

Colors in these shoes range all the way from the so- 
called blond of last Summer to brown which is almost 
chocolate in tone. In these shoes, of course, grain leathers 
are conspicuous by their absence, although some even of 
the more conservative manufacturers, are showing light 
weight shoes in all-over reptile effects, mostly a small 
alligator patterned grain. 














































Reptile grains are also being used freely in ali-over 
or nearly all-over patterns. Here are three ex- 
amples. The one shown at the top has a small 
insert of smooth calf in the vamp. Tongue and 
collar also are smooth calf. The other two shoes 
come in all-over reptile grained effects—both of 
them medium tan in color with contrasting eyelets. 
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This Card Brings Them Back 


Much Repeat Business Is Booked by Charles Staudt 
Because He Knows What Each Customer Wants 


SAN ANTONIO, TEES 
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HEN a man walks out of 
W te Fombey Clothing Co. 

of San Antonio, Tex., after 
buying a pair of shoes, he leaves be- 
hind him a card record of his pur- 
chase which resembles in complete- 
ness of detail a police identification 
file. 

The card with his name on it is 
fled away among some 6000 others, 
and the next time the customer 
visits the store for a pair of shoes 
it will tell the salesman what kind 
of shoes he purchased on previous 
visits. 

Likewise, if the customer leaves 
the city and is unable to find shoes 
that please him elsewhere, he may 
always write back to the store and 
say “Send me a pair of shoes like I 
bought the last time,” and the card 
record will tell what model and size 
he wishes. 

This is one of the strongest ap- 
peals in the service of the shoe de- 
partment of the store, according to 
Charles Staudt, manager. 

“It is remarkable how this fea- 
ture appeals to customers,” he said. 
“San Antonio is a tourist center and 
the location of the largest army post 


























This is one card from the customer purchase record kept by Mr. Staudt. 
it easy to buy again. Men, as far away as Hawaii and the Philippines, write and 
ask for another pair—“the same kind I bought last time” 


in the country, and there always is 
a large number of transient cus- 
tomers. It is no rare thing for me 
to find in my mail letters containing 
shoe orders from points as distant 
as Hawaii, Philippine Islands, South 
America, Mexico and, of course, 
from many American cities. 

“These are from persons who have 
bought shoes in the store, like the fit 
and service, and who want to re- 
peat. By referring to my card in- 
dex I am able to fill such orders with 
complete satisfaction. 


6¢] T has many advantages where 
local trade is concerned, also. 
Often a customer will say he bought a 
pair of shoes a year ago in our store 
and wants another pair of the same 
kind. He doesn’t know what model 
they were, and we don’t remember, 
of course; but the card index tells 
us. 
“Perhaps a customer, in trying on 
a pair of new shoes, will complain 
that they don’t fit like his old ones, 
also purchased from us. Then we 
show him that the record of his pre- 
vious purchase corresponds to the 
size and model of the new shoe. 


Ce 





It makes 





“As another example, perhaps a 
customer will bring back a pair of 
shoes with the complaint that he has 
worn them only a few weeks and 
they have not given satisfactory ser- 


vice. Often a reference to the card 
index will show that he is mistaken 
about the length of time the shoes 
have been worn. 

“As an aid to efficient service, I 
would not take anything for my card 
records. And some of my customers 
have come to rely upon it so thor- 
oughly that they no longer bother 
about fitting shoes in the store. In- 
stead, they simply order ‘a pair of 
shoes like I bought the last time.’”’ 

For his records Mr. Staudt uses 
cards 3 by 5 inches in size, which he 
has prepared in convenient pads. As 
each sale is made, one of the cards is 
filled out—if it is a new customer— 
and is placed in a file. If it is a 
regular customer making the pur- 
chase, the information is added to 
his card already in the file. 

Besides the name and address, the 
cards: contain the date of purchase, 
stock number of shoe sold, size, 
salesman, and remarks. 
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“IN STEP WITH FASHION” : 
For the Smart Trade 
1 


I» HE newest of the new is this Sport 

Step-In. Developed in Pastel Parch- 

Step ment Kid with fur calf trimming and 

eigg covered heel. Our “Spiffy” 1500 last 

with 14/8 box heel. 

Fashion Other popular combinations of this model 

\ Reg. U. S. Pat. Off. are Patent leather with colored patent 

trim and heel, also parchment kid with 
rose blush kid trim and heel. 












MADE TO ORDER ONLY 





Four to Five Weeks Delivery 


LAMPE SHOE Co. 


SAINT LOUIS MANUFACTURERS U. S&S. A. 
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BUCKHECT 


S SHOES 
ell all over the cou™ 















The BIG SELLER 
in 
OUTDOOR SHOES 


For 70 years BUCKHECT 
Shoes have made good 
under the severest forms 
of service. Made of Cali- 
fornia’s original Indian- 
tan process leather with 
the “oil tanned in”. 


Your trade will welcome 
them and they are money- 
makers for you. Sold now 
by more than 5,000 
dealers. Write today for 





















new catalog and prices. 
BUCKINGHAM & HECHT 
25 Fiest Strest, Sen Francisco 
In Chi: In New York 
VON LENGERKE & ANTOINE THE H. & D- FOLSOM ARMS CO. 
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A Tip to Wise Merchants 


si pr ves ie city never will make a 
é adeved on that line. 
re = 


Would such criticism by your cus- 
tomers be justified? 


If you sell Cordo Hyde Laces—we 
are sure you will never hear such a 
complaint. Cordo Hyde will out- 
wear ordinary kinds by many 
months’ service. 


Cordo Hyde Laces are standard 
equipment in high grade shoes. 
See that your manufacturer safe- 
guards your reputation for quality 
shoes by specifying Cordo Hyde 
Laces with every order. 


Feature Cordo Hyde Laces for 
extra sales—for extra profits. 


Shoe Lace Division 


O. A. Miller Treeing Machine Co. 


BROCKTON, MASS. 
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Its Kind to Your Competitors 
but is it Good Business ? 


When a customer walks out of your store, because you cannot supply 
the size, style or color of the Comfys she wants, you are losing more than 
a sale. You are turning over a valuable customer to your competitor. 


It pays to be on the safe side. Better have a rather full stock than 
to disappoint your trade. And with our in-stock service, ready to help 
you fill in the gaps the very day you write us, you can keep your stock 
within bounds, yet always complete. 

Perhaps after the holiday rush, you let your stock of Daniel Green 
Comfys get a little low. Now is the time to fill it up—and with a full 
stock on hand, make a definite schedule on which to size in. Once a 
week, or at least twice a month, give our in-stock department a chance to 
show you what prompt service means. 

Have you placed your order yet for early fall delivery? Better be 
ahead of time, rather than too late. It’s the best way to insure having 
your order filled completely, with plenty of time to get ‘early display. 


DANIEL GREEN FELT SHOE CO. 


General Offices 
DOLGEVILLE NEW YORK 


Sales Offices: 


10 East 43rd Street 10 High Street 189 W. Madison Street 
New York City Boston, Mass. Chicago, Ill. 


Daniel Green 
Comfy Slippers 


MLL UDO MIUU RW UA 
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THE QUALITY SHOE 


THE STANLEY DUTTENHOFER SHOE 
COMPANY 


THE VAL DUTTENHOFER SONS COMPANY 


THE HOLTERS COMPANY 


THE CHARLES MEIS SHOE COMPANY 


All 





AO 


MARKET OF AMERICA 


THE JULIAN & KOKENGE COMPANY 
THE ROTH SHOE MANUFACTURING CO. 
THE KRIPPENDORF-DITTMANN COMPANY 

THE SCHEIFFELE SHOE COMPANY 


THE P. SULLIVAN SHOE CO. 
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Thanking you one and all 
for that 32.72% 


If there is one thing in this world of sorrow that 
tickles a man, it is to have his fellow men agree 


with him. 


To hold an honest conviction and to be loyal to 
it is, in itself, a wonderful thing—but to have 
that conviction shared and endorsed by others 


is downright inspiring! 


And don’t think for a moment that this human 
trait is confined to individuals—far from it!— 
it flourishes lustily among business organiza- 
tions as well! 


All of which is by way of introducing a couple 
of hard-headed brass tacks that we are about to 


drive home ... 


We shoe-makers of Cincinnati would be pretty 
small potatoes if we didn’t believe that our 
products were just as correctly styled, just as 
smart, just as well made and as salable as those 
of our esteemed competitors—and then some! 


We wouldn't be worthy of your patronage if we 
weren't convinced that our service was as 
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prompt, as efficient and as comprehensive as any 
similar service on earth—plus/ 






To 


So far so good. 









And then you, by the thousands, came along 

and agreed with us not alone in theory but in prac- 

tice—and what happened? 
» 










During 1926 in the Cincinnati Market, produc- 
tion of women’s shoes increased 32.72% over 
that of 1925, while the best that the combined 
industry in the rest of the United States could 
show was a gain of 5% during the same period! 











Therefore, we thank you for your appreciation 
of our efforts, for your belief in our policies and 
our products, for agreeing with us. 








Things being what they are, we just want to re- 
mind you that even now it is not too late to place 
orders in the Cincinnati Market for Easter 
deliveries! 









You can be sure of smart styles, quality ma- 
terials and unexcelled workmanship and you 
can bet your bottom dollars that deliveries will be 
made when promised! 








As usual, the Cincinnati Market is a safe buy— 
four ways from the ace. 
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“The Retha” 


Three Strap over our 21 last; 
14/8 heel with a rubber top 
lift. 

S26—All patent ........ $5.85 
$27—Black Kid ........ $5.85 
Complete sizes: AAAA to E. 
Terms net 30 days. 





In Stock 


A truly fine quality, built-in arch shoe that 
has a steady sale in good shoe stores 


records for long wear. And as a 
result it is building a repeat-cus- 
tomer business in hundreds of good 


ERE’S a profit-opportunity for 
careful buyers. This semi- 
stylish Three-strap with the built-in 


arch features is made of the finest 
materials money can buy. The 
shoemaking in it is positively unsur- 
passed. Every detail of construc- 
tion has been executed by skilled 
artisans whose training is based on 
the experience of three generations 


of fine shoemaking. 


Thus, with such fine materials and 
workmanship this shoe is breaking 


shoe stores. 


Of course it fits, for it is made from 
AAAA’s to E’s in a full run of 
sizes. So here’s your chance to 
merchandise a top-grade arch-type 
shoe on a small investment, for we 
catty it in stock and are filling 
orders on it every day. Just tear 
this page out and attach it to your 
sizes. 


© 


THE STANLEY DUTTENHOFER SHOE CO. 
CINCINNATI, OHIO 


‘salable to the last pair’ 


Ow 
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Beauties that sell—Prices that give you a wide margin 
for profit—All are in stock 


4817 — Parchment Kid 
Tie, cut out vamp, and 
eyelet stay, opal patent 
overlay, Mottled trimmed vamp, 
stay and 
A. to C 


4797—-Parchment kid pump, mottled side, opal 


AA to 
- -$3.85 
4807—-SAME, Patent Chrome, tan and black mesh side and 
20/8 Mesh covered spike heel, rose patent Trim, AA. to C..$3.85 
8719—C. M. 8S. C. made patent chrome, hug-tite 
outs on vamp, celluloid covered Cuban heel, A. t 
4198—Parchment Calf two eyelet tie, 4177—SAME, Patent Chrome, 
gingham eyelet stay, gingham trim toe, 


gingham covered Cuban heel, rubber top patent trim, 
lift, A. to C 


opal 
covered Cuban heel, rub- 


$3.50 ber top lift, A. 





$3.50 








4245—Patent Abbo and parchment one patent with gray 
strap, Abbo quarter, quarter cut outs, 
Abbo overlaid vamp, parchment calf toe mesh trimming, 20/8 gray mesh cov- 
and inlay parchment /8 


spike heel, A. to C $3.50 ered spike heel, A. 


4246—SAME, Black 


to C....$3.50 
4199—Pastel Parchment Calf two teardrop eyelet tie, gingham trim 
toe, gingham eyelet stay and gingham covered 20/8 —. heel 
. to Cc . 


4179—SAME, Black Patent opal patent trim, trimmed 
toe, parchment eyelet stay, and opal patent covered 
20/8 spike heel A. to C $3.35 


4119—Patent Chrome pump, 
out front, iridescent trim, 
20/8 spike heel A. to C 


Gore on sides, cut 
celluloid covered 
$3.35 


4285—Patent Colonial tongue Pump 
black and white tongue extend- 
ing through vamp, black and 
white covered 
heel, A. to C 


Since it is a settled fact that these numbers are pretty and eye-catching, we ask you to look them over and 
see the reasons why they are so popular. 


Mr. Hyman Simon will have our line on display at the Dempsey Hotel, Room 609, during the Southeastern 


Retailers’ Convention at Macon, Ga., March 7th, 8th and 9th. Mr. Simon is well known to the Southeastern 
trade and will appreciate a call from you. 


The CHARLES MEIS SHOE COMPANY 
CINCINNATI 





“The Vera’ 


Patent trimmed in 
parchment snake. 





One Ideal for 


57 years 


Throughout the entire existence of our business we have 
followed one ideal above all others, namely: “to make 
the most dependable footwear within our power.” 

By “dependable” we mean an unvarying high standard 
of quality—perfect fitting lasts—and styles that carry an 
assured profit for the merchant. 

Our new spring line surpasses all previous offerings in 
support of this time-honored ideal. We want all good 
merchants to know this. 


THE KRIPPENDORF-DITTMANN CO. 
CINCINNATI, OHIO 


“57 YEARS YOUNG” 
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Blondette Kidskin 


The very newest thing for Spring 
—in stock, ready to ship! 


It’s one thing to find a shoe that’s truly stylish — 
the newest in materials combined with the smart- 
est in patterns. It’s something else to find this 
combination in a low priced arch shoe. And it’s 
still another thing to be able to order such a shoe 
and receive it zmstanter. 
















The Charline 







Yet that is exactly what the Protex Arch Shoe eg <5 
is offering. In these two new shoes, the Charline with fancy cut-out side. Made 
over featherweight welt sole 
and Jessie, you have two sparkling styles 1 In that ee bag ge Ape nny heel. 
Jidths AA to , sizes to 9, 

most favored material, blondette kidskin. These Net, 95.00. ee 





shoes have the standard Protex Arch-support, 
a sane, helpful support to keep arches normal. 
And the Cuban heel that women prefer with 
the new colored kids. 








These two shoes are in stock, ready to ship! 
The day your order comes in, the shoes will go 
forward to you. 







Easter is just a flip of the calendar away. You 
will need shoes like the Charline and Jessie to 
meet the Easter trade — shoes that appeal to the 









The Jessie No. 81 


A two-button fancy cut-out of 






mass of women who want a stylish arch shoe at blondette kidskin. Made over 
: . feath i 
a low price. Mail your order today—the shoes 13/8 Cuban covered heel, Widths 





AAA to D, sizes 3 to 9. Net, 
$5.50. 








will be on your shelves before you know it! 






Posi Avil 


SHOE 







THE HOLTERS COMPANY 


Branch of the United States Shoe Company 
Sixth and Sycamore Sts., Cincinnati, Ohio 


Minneapolis Office: 723 Boston Block 
Denver Office: 218 Charles Bldg. 
Seattle Office: Gowman Hotel 
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Our Spanish Sandal 


The 
**Le Gera Process” 


This new method of 
construction, exclusively 
controlled by us, has the 
unusual advantage of 
extreme flexibility 
coupled with the inner 
smoothness of welt con- 
struction. The growing 
demand for fast styles 
on the “Le Gera Proc- 
ess” is astounding. 


A decidedly new interpretation of the 
right thing in sandal effects for spring 


— all the bright and sparkling styles 
for spring, this Spanish Sandal is claiming a large 
share of popularity. It has daintiness of design, 
beauty of line and is chuck full of the features 
coming exclusively from the ““Le Gera Process” of 
construction, namely: the flexibility of a fine turn 


and the interior finish and smoothness of the best 
welt. 

The materials and workmanship in this sandal are 
of the fine quality so characteristic of the Sullivan 
footwear. 


You need this sandal to speed up your turnover 


this spring. Write or wire for salesman. 


The P. Sullivan Shoe Company 


CINCINNATI 
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It’s easy 


to see why The Flexridge Shoe is different 
—and why it sells! 
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1 Take one of the ordi- oe This shows why the 
nary “arch” shoes . heel of The Flex- 
out of your stock and '| ridge Shoe moves up- 
try to push up the heel. gat | ward—lightly, easily. 
See how stubbornly it The shank extends only 
resists this upward pres- to the keystone of the 




















arch, giving rigid sup- 
port where support is needed. The arch 
is permitted to exercise—the shoe is so 
flexible that it makes walking a pleasure. 


sure. When a woman 
wears such a shoe, the heel drags back as 
she walks. That’s why it rubs holes in 
her sheer silk stockings. 






















The heel of The 
Flexridge Shoe is 
shaped differently. The 
ordinary heel is just a 
heel, wider at the top 
than it is at the bottom. 
The Flexridge heel is 
leas like the heel of the foot—broad 
at the bottom, narrow at the top. The 
Flexridge heel fits like a glove! 


Take a_ Flexridge 

Shoe and push up 
the heel. You can do 
this with one finger. 
| When a woman wears 
_| The Flexridge Shoe, the 
shoe hugs her heel all 
the time. No slipping, no rubbing. The 
Flexridge Shoe saves silk hose from wear! 









































Your customers will respond to such a 
demonstration in your store! Particu- 



























3 = go po the larly when they see how good looking 

— oS ee The Flexridge Shoe really is—without 
arch shoe drags back. question the best looking feature shoe on 
The shank extends clear the market. Not surprising, then, that 
to the front of the arch, The Flexridge Shoe was the sales sensa- 
making it rigid—board- tion of 1926, and that it promises to be a 
like from the tread back. bigger sensation in 1927! 






Representation may still be open in your territory. Better write us at once. 


THE DUTTENHOFER BRANCH 


The United States Shoe Company 
Sixth and Sycamore Sts., Cincinnati, Ohio 







“Flexible where you want it—Rigid where you need it” 
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Your Easter shoes are ready! 


38 distinctive juvenile styles in stock for same-day 
shipment 


ASTER and Confirmation Sunday are just around the 
corner—they will be here before you know it. Better 
look over your stocks of children’s shoes now and list your 


Easter needs. 


Then write for the Scheiffele In-Stock Catalog. In it you 
will find, fully described and illustrated, exactly the styles you 
are looking for—the newest patterns, in the newest materials. 
Shoes for every age from the cradle to college, perfect styles 
for “the dressiest day of the year.” 


And all these shoes are in stock—38 different styles! All 


ready for shipment the same day your order arrives. No 
delays, no disappointments. Order from the Scheiffele cata- 
log—your Easter stock will be waiting when your Easter 


customers come in! 


THE SCHEIFFELE SHOE COMPANY 
Branch of The United States Shoe Company 
Cincinnati, Ohio 


Cleveland Office: 


John J. Santry, Jr., Mer., 
1538 Union Trust Bldg. 


Sixth and Sycamore Streets 


Chicago Office: 
E. B. Slocum, Mgr., Room 1826, 
Republic Bldg. 








No. 
°. 537, rp Helene 


A bright | 
Mad ittle buck 
td from olen r —~ Pump, 
wit 
i orming ~ 
W00d covarae 2 8truction edge 
to 8, widths “q’¢7ed peel. Sizes oie 


$4.35 





No. 600. The Joan 


A smartly simple one-strap, made 
of a combination of Barnet’s rose- 
blush calf, trimmed with a harmo- 
nizing shade of fantasy calf. Light 
edge Goodyear welt construction 
with 10/8 wood covered heel. Sizes 
2% to 8, widths AA to D, 


$4.35 
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Late Spring and 


Summer Line 
ready 


MARCH 15 


A display that’s both luxurious and lovely . . . constitut- 

’ ing a line of dainty light welts and fashionable McKays certain 

to be accorded first place in the late Spring and Summer style 
procession. 


THE MARYLAND TIE 


je 
ROTH SHOE 


N. Y. Office Mite @ A. B. CLARKE 
Marbridge Building ” . 


Representative 


-“ CINCINNATI 
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Perfect fitting—fast selling—this 
is the story of Foot Savers. 


Foot Savers are fast sellers be- 
cause they are nationally known 
—nationally popular—and mar- 
velous fitting shoes. 


Merchants everywhere are mak- 
ing money on Foot Savers. They 
turn capital rapidly —- sell out 
clean—build trade. 


For BIG BUSINESS—concen- 
trate on FOOT SAVERS. 


Send for 
Stock Booklet 


The MODE 
No. 377—Price $6.85 
Ebony patent leather two strap, black 
ooze inlay, 14/8 patent covered heel, 
arcane last. Complete sizes AAA 
to D. 
Stock No. 378—Price $6.60 
Same as No. 377, in ebony kid, leather 


The CHAPERON The WALKER 
No. 386—Price $6.35 No. 403—Price $6.10 
Ebony kid, five eyelet tie, patent tip and Ebony kid, six eyelet, 12/8 leather heel. 


trimmings, 14/8 leather heel, combina- 


tion last. Complete sizes AAAA to D. 2011 last. Complete sizes AAA to D. 
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s 
The smart Foot Savers pictured here have been 
made up in quantity, in stock, ready for your im- 

: mediate orders. 

i 






When you feature these Foot Savers, you do busi- 
ness practically on our capital. You can get them 
quickly, as you want them, reducing just that much 
the demands on your working capital. 












These particular models are featured in national - 
advertising. Women in more than FOUR MIL- ee 
LION homes are reading about Foot Savers every Potent leather three eyelet tin Pin 


Seal tongue and inlay quarter. 









month in their favorite magazines — becoming covered hecl yas ong 
° . . to D. 
SOLD on their exclusive, patented features—their moos, Stogh No. 390—Price $7.85 
° i . t. t 
superb fitting. nd quis = Seen lestber toler 





tongue and quarter. Combination last, 
14/8 covered heel. 





You can convert these merchandising advantages 
into sales and profits by securing the Foot Saver 
Franchise. A few territories still open. Write 
TODAY for details. 








The Julian & Kokenge Company 


Makers of the famous J. & K. Arch Fitting Shoes for Women 


East Fourth Street 










OHIO 











The NOME 


No. 381—Price $6.85 
Patent leather three button, 14/8 patent 
covered heel, combination last. Com- 
plete sizes AAA to D. 

Stock No. 382—Price $7.35 
Same as No. 381, only in ebony kid, kid 
covered heel. 

Stock No. 385—Price $7.85 
Same as No. 382, in brown kid, kid 
covered heel. 
















The TRUDIE 








No 387—Price $6.50 
= QUADRILLE Patent leather three eyelet open work 
383—Price $6.15 tie, 14/8 wood heel, combination last. 
Ebony m.. © leather four strap, 13/8 Complete sizes AAAA ~ D 
leather heel, combination last. Com- Stock No. 388—P 
el. plete sizes AAA to D. Same as No. 387, aé a in ered sir 
Stock No. 304—-Price $6.35 metal calf quarter with ebony kid 





Same as No. 383, only in ebony kid. vamp, leather heel. 
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There Lies the STRENGTH 
of the Shoe 








The Crawford Arch Supporting 
Shank is a durable sliding steel 
shank. The top bar is notched at 
the forepart so that it may be at- 
tached to the insole. This bar is 
made of high carbon steel, well 
tempered and hardened. The 
lower bar is fitted with an elon- 
gated slot at the heel which allows 
a free sliding movement. A lock- 
ing device at the forepart prevents 


the shank from cutting through =| he sHANK of the shoe is its vital part. 


the outer sole. 
The life and appearance of every shoe de- 
@ pends considerably on its shank construction. 





In order to withstand the weight, friction and severe 
SPLIT RIVET ° e “1: 
KING SHANK strain that takes place at this spot, a durable, resilient 
arch supporting shank is necessary. 


The Crawford Arch Supporting Shank embodies the 
combination of rigidity and flexibility. This shank 
stays with the foot in every position. When the weight 
is on the foot the rigid bar gives the necessary firm- 
ness. As the weight relaxes the flexible band springs 
with, and hugs the relaxed arch. 


United Shoe Machinery Corporation 


Boston, Massachusetts 
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QUALITY 


Merk. Reg. Te gee 


The Basis of Best Sole Leather 


| ae knowledge in hide buying, men of long experience, is organized 
care in selection, proper grading to have a personal contact with all 
and classifying are essential first stepsin centers of hide production. “Company 
producing Best Quality Sole Leather. men” are on duty at the large packing 
The extreme care taken to preservethe houses and our direct representatives 
hides from the point of “take-off” un- ate at all times in close touch with 
til they are distributed and put into markets for the special hides we re- 
Process at our Tanneries assists ma- quite wherever cattle are killed in 
terially in enabling “The Company” commercial quantities. 

to constantly maintain its predomi- Ourcontacts extend to all of the coun- 
nating quality. triesof South andCentralAmerica,Mex- 
We are daily in touch with world ico,Cuba, Porto Rico and other West 
markets in purchasing the large volume Indian centers, Canada, Great Britain, 
of hides we require for our tanneries. all of Continental Europe, China, India, 
Our Hide Department, supervised by Africa, Australia and New Zealand. 


Every hide we buy is closely examined, graded and 
classified. No two hides are alike. Each must be sent to 
the tannery adapted to handle a certain selection of 
hide appropriate to producing a certain type of leather. 
Our large purchasing of hides allows great uniformity 
in selection. 


Purchasing and Care of Hides are Very Important Parts of Our 
Work as Specialists in the Production of Highest Class Sole Leather 


THE UNITED STATES LEATHER COMPANY 


NEW YORK BOSTON CHICAGO CINCINNATI ST. LOUIS RICHMOND 








Selling Agents: 


Mc ADOO & ALLEN L. H. NELSON & CO. J. W. MILNER H. SCHOELLOKOPF 
Philadelphia San Francisco Liverpool Zurich 


W. HVISTENDAHL & CO. A. W. HOGAN F. MEYER & CO. F. W. BRADSHAW 
Oslo Kobe Copenhagen St. John’s 


NOTHING TAKES THE PLACE OF LEATHER 
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"BARBOUR 
STORMWELT 


Retailers report a constantly growing demand for shoes 


made with genuine BARBOUR STORMWELT. 


Over eleven million pairs have been sold equipped with the 


solid leather one piece STORM WELT. 


Satisfied customers are returning again and again for these 


e 


same shoes. 
Supported by national publicity. 


BARBOUR WELTING CO. 


BROCKTON, MASS. 
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Who’s Who on the Road 


The Traveling Salesmen We Tell About Here 
Are the Boys Who Deliver 


At one of the recently held lunch- 
eons of the Indiana Shoe Buy- 
ers’ week George J. Marott, retail shoe 
merchant of Indianapolis, gave $1,000 
to the Indiana Shoe Travelers Associa- 
tion, to be used in entertaining at the 


1928 convention of the National Shoe . 


Travelers Association, to be held in 
Indianapolis. Mr. Marott said it was 
delightful to have manufacturer, re- 
tailer, and salesman working together 
on a cooperative business program; 
that Indiana would do its part, and 
that he wanted to testify to his inter- 
est in the Hoosier travelers’ organiza- 
tions and to see to it that they were 
properly entertained when the N. S. 
T. A. met in Indianapolis next year. 


ARRY HUN- 
TER, New 
England sales- 
man for G. H. 
Bass & Co., Wil- 
ton, Me., has the 
distinction of be- 
ing “the oldest 
man,” in point of 
service, on the 
Bass_ salesforce. 
He entered the 
employ of the 
Bass company in 


By HELEN M. HANEY 


ing, Kansas City, which are open to 
members at all times. Mr. Sells writes 
to the RECORDER that the recent style 
show sponsored by this organization 
was well attended and that plans are 
now progressing for a much larger 
shoe style show in the early fall. He 
also states that the Central Associa- 
tion is planning on a 100 per cent in 
membership this year. 


“a N. McNATT, former sales man- 
* ager of McElroy-Sloan Shoe Com- 
pany, and prior to that having been 
connected with the Roberts-Johnson- 
Rand Shoe Company for fifteen years, 
has, after careful consideration, se- 
lected the Johansen line and will travel 
Texas, New Mexico and Arizona. Mr. 
MeNatt is a thorough shoe man. He is 
now in his territory with “Johansen’s 
Golden Jubilee line’s newest style crea- 


1899. He is also - 


“top kick” in the 
matter of sales, 
and has led the Bass “Go Getters” in 
total volume of sales for the past sev- 
ars. Harry hails from Port- 
land, Me., and received his schooling in 
the Portland public schools, later grad- 
uating from Wilton Academy, from 
which institution he went to work for 
G. H. Bass, the founder of the com- 
pany. Besides Harry, the Happy 
Hunter family includes Mrs. Hunter 
and the four splendid “Little Hunt- 
ers.”” 


J R. SELLS is 
* the newly 
elected secretary- 
treasurer of the 
Central Associa- 
tion of Travel- 
ing Shoe Sales- 
men, Kansas 
Secretary 

“some 


bership 
association ¢0ov- 
ers several 


in the Manufacturers’ Exchange Build- 


L. N. McNatt 


tions,” he says, and also adds that both 
he and Johansen Brothers Shoe Com- 
pany are more than pleased with re- 
sults and with the general outlook in 
that territory for the spring season. 


Vy ais H. CLEARY passed 
away suddenly recently at the 
home of his sister in Arlington, Mass. 
Mr. reg had been with the William 
F. Mayo Company of Boston over fifty 
years, never having been in the employ 
of any other concern. He had a wide 
acquaintance with the retail shoe trade 
as for forty-five years he represented 
this house on the road in different sec- 
tions of the country. On Jan. 1 Mr. 
Cleary was retired on a pension and 
spent the greater part of that month 
in visiting his friends in the trade. 
He called at the office three or four 
times in the week preceding his death 
and was apparently as well as ever, 
so that the news of his death came as 


a great shock to his associates. Mr. 
Cleary is survived by one brother and 
a sister. 


EZ WILLARD visited the Henry 
Hotel, Pittsburgh, recently. One 

of his good friends, C. H. Packard, 
writes from Harrisburg that H. Willard 
is “the same old Hez,” and that he 
wrote some good orders while in “The 
iad City” for The Trail Moc Shoe 


HE great suc- 

cess of the 
Indiana Shoe 
Buyers’ Week 
conducted by the 
Indiana Shoe 
Travelers Asso- 
ciation, Feb. 14- 
16, was in a 
large measure 
due to the untir- 
ing efforts of 
Charles I. Sliph- 
er secretary of 
the association, 
and Walter F. 
Crooke, manag- 
ing director of the meeting. Both of 
these men, as well as all members of 
the committee, bent every energy in 
making the meeting one of the best yet 
held. In point of attendance, which 
was exactly 701, it surpassed any of 
the previous shows. Interesting meet- 
ings were held each noon at which the 
merchants and visitors were guests of 
the travelers. The meeting terminated 
with a dance held in the ballroom of 
the Claypool on Wednesday evening, 
Feb. 16, with about 400 in attendance. 
Frank E. Hart, president of the asso- 
ciation, presided at all meetings and 
was constantly looking after the inter- 
est of the visitors. The ladies were 
entertained Tuesday noon, Feb. 15, 
with a luncheon and card party in the 
Chateau Room of the hotel. 


Chas. I. Slipher 


B. NEW- 

* COMER 
has recently be- 
come associated 
with McLaugh- 
lin-Sweet Shoe 
Co. and is cover- 
ing Iowa and Ne- 
braska for this 
house. Mr. New- 
comer formerly, 
for the past 
twelve years, 
represented the 
Hagerstown Shoe 
and Legging Co. 


K. B. Newcomer 


of Hagerstown, Md. 
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W H. (“BILL”) 
¢ BYRNES, 
has recently joined 
the sales force of 
the Brockton Shoe 
Mfg. Co., of Hol- 
brook, Mass. “Bill” 
formerly, for sev- 
eral years, repre- 
sented the Nunn- 
Bush Shoe Co. in 
New England. His 
territory for his 
new connection 
will include, not 
only New’ Eng- 
land, but also New York State. 


Ww. H. Byrnes 


"dee F. WOOD, for many years con- 
* nected with the Brown Shoe Com- 
pany as traveling salesman, died sud- 
denly recently in Buffalo. Mr. Wood 
had many friends among retail mer- 
chants, and his death was a shock to 
those customers whom he had .known 
and served so well. He will be replaced 
in his territory by N. C. Hufford, who 
has held a position in the office of the 
Brown Shoe Company in St. Louis. 


F. BURDETT of the Burdett Shoe 
* Co., Lynn, is on a month’s trip 
through the South. 
W. GLANVILLE, of Los An- 
¢ geles, a member of the Shoe 
Travelers’ Club of Los Angeles, passed 
away recently at his California home, 
1331 Seward Avenue, Hollywood. For 
many years he represented The Riley 
Shoe Mfg. Co. He leaves a .widow, 
beneficiary under the new N. S. T. A. 
group insurance policy of $1,000. 


Fe SNEst J. SIBBALD, formerly with 
Murphy, Gorman & Waterhouse 
Co., is to represent the Wagman Shoe 
Company, of Portsmouth and Epping, 
N. H., in Greater New York, Newark, 
Baltimore and Washington. Mr. Sib- 
bald will call on the volume buyers, 
including the department store trade, 
with headquarters, as formerly, in the 
Marbridge Building, New York. 


HE Menzies Shoe Company, of 

1722 Washington Avenue, St. Louis, 
recently held a sales conference of 
their 20 salesmen traveling this terri- 
tory. This is the first conference 
“pulled off” at the new St. Louis head- 
uarters office. The meeting was ad- 
p seen by S. D. Nichols, president; 
S. D. Spoerke, general sales manager, 
and L. A. Kinney, sales manager for 
this territory, who outlined policies 
and went over the line with the sales- 
men. New territories were opened, 
with the men covering these attending 
the conference. It was ‘announced that 
since moving the headquarters of the 
company to St. Louis, a decided ad- 
vantage has been observed in that the 
general offices are now located in the 
very center of their six factories and 
five branch houses. 


US KORNMAN, who formerly rep- 

resented the Richardson-Crockett 
Shoe Co., of WNashville, Tenn., in 
Georgia, but who has recently been 
connected with another company, has 
joined the Richardson-Crockett staff 
again and is covering southwestern 
Georgia, as heretofore, and also cover- 
ing a part of Florida. 
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EE OVERALL, of Nashville, has 

made arrangements with The 
(Murray-Dibrell Shoe Co. to cover 
Kentucky territory. Mr. Overall is a 
shoe traveler of several years’ experi- 
ence and is well known to dealers in 
the Southwest. 


6 Bacon members of The Shoe Travel- 
ers Club of Los Angeles paid a fine 
tribute to their old-time friend and 
member, W. W. (Billy) Glanville, who 
passed away at his home, 1331 Seward 
Street, Hollywood, recently. Billy was 
one of the oldest shoe travelers, in 
point of service, on the Pacific Coast, 
and was beloved by every shoe man in 
that great section of the country. Mr. 
Glanville was 67 years old at the time 
of his death. The entire membership 
of The Los Angeles Shoe Travelers 
Club attended his funeral. 


ENRY SCHLEIFER, the oldest 

member of the Wisconsin Shoe 
Travelers’ Association in point of ser- 
vice on the road, won the attendance 
prize, which was duly presented to 
Harry at a recent meeting of the Bad- 
ger State boys. 


Sidney Meth 


IDNEY METH, well-known New 

York shoe representative, has 
“signed up” with Lazarus Fried & Son, 
wholesalers of New York, as sales 
manager. _Mr. Meth will also have 
much to do with the purchasing and 
merchandising of the novelty shoes 
handled by this house. His experience 
has been largely in the selling of nov- 
elty footwear, and dur. .g the past few 
years he has been connected with sev- 
eral of the largest distributors of foot- 
wear of this type in New York and in 
other sections of the country. One of 
Mr. Meth’s new duties will be to super- 
vise the sales staff. He will place rep- 
resentatives in all parts of the country 
with which he is intimately acquainted. 
The new line recently bought by Mr. 
Meth for this house is one of the 
“snappiest,” he says, in the New York 
wholesale market. 
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RED B. PERCY 

is now repre- 
senting the Bally- 
Hoskins, Inc., line 
of Long Island 
City, consisting of 
women’s fine turn 
shoes, in New 
England and New 
York State, in 
connection with 
the high-grade 
line. of children’s, 
misses’ and grow- 


. 2 , 
ing girls’ welts Fred B. Percy 


and turns made by 
- rr & Clarke, Inc., of Rochester, 


OHN A. HACH is just now travel- 

ing the east coast of Florida for 
the Cahill Shoe Co. Mr. Hach always 
uses an auto in making his trips, and 
was one of the first shoe salesmen to 
adopt this method of transportation. 
In 1904 the RECORDER published a re- 
production of Mr. Hach’s advance card, 
showing his sample trunk in the rear, 


- and John himself on the driver’s seat 


of an Olds 1-cylinder, 4 horsepower 
“trouble maker,” he says, en route 
from Coldwater, Mich., to Cleveland. 
If any shoe traveler has a_ longer 
business-trip-by-auto record, now’s the 
time to speak up, for Mr. Hach has 
reason to think he is the pioneer. 


HE Iowa Shoe Travelers’ Associa- 

tion held a luncheon meeting in 
Des Moines at Hotel Fort Des Moines 
on Saturday, March 5. At this meeting 
plans were outlined for the election of 
officers, which will be held March 16. 
This enables all out-of-town mem- 
bers to be present at the election of 
officers, and they will also be in at- 
tendance at the Iowa Retail Shoe Deal- 
ers’ Convention. 


J L. FAIRWEATHER travels the 
* country-at-large for the New Eng- 
land Slipper Co. Among his new num- 
bers is a rayon slipper in a wide range 
of colors which retails at a very low 
price. 


HE Wisconsin Shoe Traveler’s As- 

sociation officers have been duly in- 
stalled, with L. L. Imig re-elected pres- 
ident, John Kowalski as vice-president, 
and C. W. Johnson as secretary-treas- 
urer. 


EORGE J. LOVELY and “Syd” L. 

Curry head the two membership 
teams of the Boston Shoe Travelers’ 
Association who are again launching an 
interesting campaign to “roll up” more 
members for the B. S. T. A. 


OHN BRENNAN of Brockton, Geo. 

E. Keith Co. salesman, who was 
forced to return home from Cuba when 
he was stricken with typhoid fever, has 
completely rceovered and he is now 
taking a vacation to add a few more 
pounds to his “avoirdupois.” He sub- 
stituted for Herbert Dalton, the reg- 
ular Walk-Over salesman in that terri- 
tory, who had not been in the best of 
health. Mr. Dalton is planning to g0 
out on the road again soon. 
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Langley Christens 


Department 


‘““New Home for Shoe Fashions”’ 


Schuneman & Mannheimer | 


Equip New Section in 
Four Separate Divisions 


St. PauL, MINN. (UTPS)—Schune- 
man & Mannheimer, a new consolidation 


of the department stores of Schuneman | 


& Evans and Mannheimer, has com- 
pleted equipment of a new section, 
calling it “New Home for Shoe Fash- 
ions.” It is under management of J. 
Langley, formerly at Mannheimer’s. 
“Where footwear fashions originate” 
is his slogan. It is one of the outstand- 
ing shoe stores of the city and is 
separated into four sections; evening 
slippers, “Modern Maid,” juvenile and 
service and findings. 

The wood selected for the department 
is quarter sawed oak. The section oc- 
cupies one end of the first floor and 


the mezzanine and at the left is open | 


to the main store. The right wall 
is utilized for hidden stock shelves 
which are reached through swinging 
oak doors alternated by display panels 
over floor mirrors. The stock is self- 
arranged so that clerks know just 
what entrance to go through for the 
desired styles and numbers. As for 
instance the first 50 are turned soles 
and the next 50 welts, and so on. 
Party shoes, black satins, 


are found instantly. So perfect is the 


system that at the end of a recent | 


tush day with 28 salespeople on the 
floor only six pairs of shoes were left 


out. 

The 13 cabinets hold 8200 pairs of 
shoes and the children’s section holds 
4000 pairs. 

Use of old hose cases with glass 
fronts makes an admirable way of 
taking care of spats, polishes, and 
small stock of this sort. These are out 
of sight behind the swinging doors to 
the stock shelves. 

An attractive nook at the front en- 
trance to the department is made with 
the use of divans, chairs and a semi- 
circular floor show case that shuts off 
any draft from the door, and this is 
for display and fitting of high grade 
shoes for women. This has special 
mirrors and display niches as dainty 
as the stock, with a center table and 
wood grilled radiators. 

On the main floor there are 78 chairs 
of late pattern. Efficiency is shown in 
the arrangement of the repair, charge 
and wrapping desk and the shooting 
of the boxes to the delivery room, the 
findings case, and the shelves for re- 
pairs. 


patents, | 
house slippers, colored shoes, tans, etc., | 





Perhaps the most interesting section 
|is the room for children’s footwear 
and rubbers, all by itself at the end 
opposite the entrance. For this sec- 
tion new stock is unloaded direct with- 
out going to the stock room. This has 
proved a great saving of time and 
works for entire satisfaction all around. 
This section is in charge of H. E. 
Alexander, formerly Mannheimer’s. It 
is served also by three girl clerks 
specially adapted for fitting children, 
and has 18 chairs. °*A feature is the 
X-ray machine in which mothers may 
study the contour of the children’s 
feet in relation to the fit of the shoes. 

A clever idea was executed in the 
children’s section in the arrangement 
of shelf stock. This is concealed be- 
hind oaken and mirrored walls as in 
the other sections but the three tiers 


|ridor. The clerk seeking shoes walks 
between shelves on either side and 
through the arrangement followed 
throughout knows just where to lay 
his hands on the boxes wanted. 

Mr. Langley with the aid of two gir] 
clerks in his office on the mezzanine 
keeps a perpetual inventory of sizes 
and pairs of all kinds of stock, so that 





what the situation is. 


Shoes Reveal Character 


DENVER (UTPS)—The shoe depart- 
ment of The May Co. was given some 
interesting publicity in a local paper 
through an article upon one of its sales- 
ladies, Miss Ruth Brown, a full-sized 
picture accompanying. The provoca- 
tion for the article was in effect that 
Miss Brown, through her activities in 
fitting shoes, had formulated a rather 
original code which revealed the char- 
acter of the person whose shoes she 
fitted. 

According to Miss Brown’s observa- 
tions, the long shoes with the narrow 
A width usually fit the aristocrats. 
The shorter lasts of the wider B, C and 
D widths usually are comfortable on 
hard workers. dies of ample pro- 
portions were put in a class by them- 
selves, their feet being usually in di- 
rect proportion to their figures, that is, 
short and wide. Character, she said, 
was revealed to her through the selec- 


taste displayed corresponding very ac- 
curately with the personal 
tions of the buyer. 





of shelves are on either side of a cor- | 





he knows instantly at all times just | ‘ c - - 
| ing business on clearing lines along 


| with new spring offerings. 





tion of the various styles chosen, the | 


predilec- | 


| Detroit Business 


Shows Improvement 


DETROIT — Reports from various 
stores indicate a slight improvement in 
shoe business in Detroit during the last 
two weeks, although the employment 
situation has not cleared up yet. Re- 
ports of the Employers’ Association, 
representing two-thirds of the factory 
workers of the city, show 48,148 less 
employed in early February as com- 
pared with last year. The same report 
shows 219,338 employed at this time 
and this is encouraging to the retailer. 
Automobile factories are gradually in- 
creasing employment and it is expected 
that March will see a full compliment 
of workers employed. 

There has been less “spring foot- 
wear” advertising during February 
than in former years, due partly to the 
employment situation and to _ the 
weather. An encouraging note in the 
men’s shoe stores is that while men are 
buying fewer shoes the grades are 
higher than conditions would lead one 
to expect. Men apparently appreciate 
the advantages of quality. 

Washington’s birthday anniversary 
saw the hatchet still slashing prices in 
many of the shoe stores of the city. 
Fyfe’s Sixty-second Anniversary Sale 
is still going on; the Queen Quality 
Boot Shop is having a final Clean Up 
at $5.65; Russeks’ I. Miller Salon have 
reduced prices of $12.50 lines to $5.50 
and higher grades to $8.50 in a Final 
Clearance; many other stores are do- 


One of the most important sales in 


| men’s shoes is that of the Newcomb- 
Endicott Company, recently acquired 


by the J. L. Hudson Co. The men’s 
shoe department on the main floor of 
the store held a clearance of $29,534 
worth of men’s shoes for $18,143. The 
shoes were divided into four groups, 
selling at $4.45, $6.45, $8.45 and $10.45. 
There were 2,340 pairs in all, including 
many Edwin Clapp lines. 


Worth’s Add Shoes 


DetroiIt—The latest addition to De- 
troit’s shoe stores is Worth’s, the larg- 
est basement shoe store in Detroit, lo- 
cated on Grand River Avenue, east. J. 
Farrell is the manager, who informs 
us the price range runs at present from 
$3.50 to $5.80, although it is expected 
that a higher grade will also be added 
later. A large hosiery department is 
also being opened as a companion de- 
partment. 


New Shoe Stores 


H. T. Roggensack, West Liberty, 
Iowa. 

Michele Pianio, 41 Central 
Leominster, Mass., shoe dept. 


Street, 
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IN STOCK 
26 New Styles Saeete 


B-738—Shell Gray Calf 


B-794—Shell Gray Calf (Blue 
underlay) 
ett ~~ 4 


4.50 


“Regent” 


B-3672—Patent ......... 


B-773—Patent, 19/8 Heel J B-3942—Black Satin 
B-763—Parchment Kid, 19/8 Heel 5.25 


21/8 heel 


m “Clare” 
-282—Pearl Gray 8 
258—Parchment Kia 
Black Satin 








SIZES AND WIDTHS 
AA..4%-8 A..4-8 B..3%-8 C..3-8 











85.00 , 


THE MENIHAN COMPANY 


SHOEMAKERS FOR WOMEN 


Rochester, N. Y., U. S. Ae 


Oakland, Cal., Office: 424 Belview Ave. 
H. 8S. KUSHINS 


Cleveland Office: 1599 Union Trust Bldg. Los Angeles Office: 107 East Sth Street 
A. F. JENKS me: ¢. E. VanDEGRIFT 


Chicago Office: Majestic Hotel 
F. J. SAATEK 


Makers of Menihan Arch-Aid Shoe 
Write for Agency Proposition 


N York Office: 612 Marbridge Bldg. 
ne BW. MOYLAN ee Bias 
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Golden Rule Shoe 
Dep’t. Is Being 
Re-equipped 


New Fittings Installed and Sec- 
tions Separated; Room for 
More Stock Is Now Provided 


St. Paut MINN. (UTPS)—Walter 
Peterson, manager of the shoe depart- 
ment of the Golden Rule department 
store, is waxing enthusiastic over the 
rapidly approaching completion of the 
newly fitted section on the entrance 
floor of the store. This refers to wo- 
men’s shoes, the men’s shoes being re- 
tailed in the men’s section of the store. 

All the high wall cases have been 
done away with. They are replaced 
with low L-shaped cabinets. The pil- 
lars and ceiling are in pure white, 
special rugs are being made for the 
floors with heavy battleship carpeting 
in the aisles. The department has 
been thoroughly sectionalized, and 17 
chairs and space for 6000 more pairs 
of shoes has been added by rearrange- 
ment. 

Mr. Peterson’s theory is that today 
the people want service before any- 
thing else and this service must 
adequate and followed up with the 


ds. 

A broad aisle runs through the de- 
partment. At the left are the bench 
made shoes for women at $16.50. 
These are displayed in cases at either 
side of one of the huge pillars. In 
fact there is a glass case at either 
side of all the pillars, of which there 
are four. On the other side of the 
aisle is the collegiate section, which 
takes care of all that junior misses and 
school girls require in footwear. This 
section is hemmed in by a semi-circular 
display case and has the rose taupe 
carpet covering and walnut finished 
fixtures that are standard throughout. 
The wrapping counter is next at the 
right and the fitting chairs placed in 
units on either side. At the rear end 
is the Fashion Fives department at 
the left, and the boys’ section at the 
left, preceded by the: misses’ and chil- 
dren’s department. The office is on the 
rear mezzanine floor and has an effi- 
cient arrangement. With a unit con- 
trol system operating on this floor the 
manager knows just what his inven- 
tory in shoes is. 

Every so often the clerks bring up 
samples of the shoes which have sold 
the best and in this way it is indicated 
what styles of shoes should be re- 
bought. 

Mr. Peterson makes an eastern buy- 
ing trip every 60 days and keeps in 
close touch with the markets. He con- 
siders four stock turnovers a year a 
requisite. With the new equipment. a 
more efficient arrangement, 23,000 
pairs spaces for stock and an enlarged 
selling force this is a possibility. 

The transformation of the Golden 
Rule shoe department began early in 
January and is approaching comple- 
tion. This is in harmony with a gen- 
eral rearrangement of the entire 
merchandising floor. 





Something New in Buckles 


Stainless steel, which is finding new 
uses in industry daily has been adapted 
in shoe buckles, as shown in the two 
illustrations, herewith. At the left is 
a “lace and leaf” effect, and at the 
right the “Black Bottom,” so-called 
because of its black metal backing. 
This backing also comes in brown to 
harmonize with brown shoes. 





Indications point to a big buckle sea- 
son in 1927. Buckles, it is pointed out, 
are worn with straight pumps and also 
with the center tie effects now so pop- 
ular, to cover the crushed ribbons, and 
also as an addition to the step-in. 

Buckles are cheap enough to enable 
the merchant to add them to shoes that 
are slow moving, to increase salability. 











New Store for Austin 


AusTIN, TEx. (UTPS)—The Cin- 
derella Shop is the latest addition to 
Austin’s shoe stores. This shop is an 
exclusive ladies’ slipper shop at 101 
East Sixth Street and a branch of 
Dacy’s Shoe Store. New fixtures and 
French display windows have been 
added to the building. The formal 
opening, which is planned to be one of 
the most original of the kind, will take 
place on the first of April. 

According to S. J. Harrison, mana- 
ger of the firm, three prices will be 
featured in the new shop, six dollars, 
seven dollars and fifty cents, and eight 
dollars and fifty cents. A hosiery stock 
will also be carried. 


White Shoe Store 
Completely Remodeled 


AusTIN, Tex. (UPTS)—Valentine 
day was celebrated by the White Shoe 
Store of Austin by a spring opening, 
their store having been redecorated for 
the occasion. The display windows 
were arranged with Caenstone blocks 
for the walls and backgrounds. French 
mirrors were in the windows, while a 
delicate French green was the predom- 
inating color. Gold and orchid plush 
drapes set off the layout of new spring 
footwear to its best advantage. 

The entire interior of the store was 
decorated with sky blue as the princi- 
pal color. New and modern fixtures 
were added which put a new atmos- 
phere into the store. 

Manager Hemphill kept a guest book 
during this day and was highly pleased 
with the large number of new and old 
friends and customers that visited the 
store in order to see the spring show- 
ing and new arrangement of the firm. 

A full-page newspaper space carried 
the invitation to attend this opening to 
every prospect of the city, while judg- 
ing from the response many of these 
prospects accepted. 





Cincinnati Ads Stress 
Style Features Now 


CINCINNATI (UTPS)—Price seems a 
secondary consideration in survey of 
advertisements from Cincinnati shoe 
stores. Even in the advertisements of 
stores that feature only cheaper shoes, 
the element of style is being empha- 
sized in advertising. 

Nisley’s, a store that shows only $5 
shoes, has been running a series of 
large “human-interest” advertisements 
of which the latest is headlined: 

“Stepping Out With Spring.” 

In this ad a name is given to each 
of half a dozen new models pictured. 

Daniels, now established in a modern 
store that is one of the best looking 
in town, has been featuring a number 
of models priced between $6 and $10. 
These advertisements are very timely, 
especially the one used during “Know 
Cincinnati” week. This ad is headed: 

“LET’S KNOW CINCINNATI” 
and Cincinnati-made footwear 


Pogue’s are featuring: 
“New Spring Styles in High Grade 
Footwear Moderately Priced.” 


One rather interesting note in this 
style advertising of Cincinnati shoes 
is that names are so often given to 
slippers instead of numbers. For in- 
stance, in the Pogue advertisement we 
have shoes named: Lucia, Ritz, Marie. 
Portia, and Ainslee. In the Nisley ad 
are: Haut-ton, Bubbles, Arch Comfort. 
Mary-Lou, Trotteur, and Printemps. 

About an equal number of light and 
dark colors are featured in these ads. 


Fillion Resigns 


Detroit—Ross D. Fillion, for sev- 
eral years manager of the women’s 
high-grade shoe department on the 
fourth floor at Fyfes, has resigned, 
and K. C. Lomason, his assistant, is 
temporarily in charge, pending the ap- 
pointment of a new manager. 














Shoe Market News 


in the Boot and Shoe Recorder 












NATIONAL NEWS 








SATURDAY, MARCH 5, 1927 


EVERY WEEK 











Calf Leather Production Costs 


Are Mounting, Declares Tanner 


Blame Placed on Quick 
Changing Styles and 
Hand to Mouth Buying 


Boston—“If the tanners of calf 
leather for women’s shoes were forced 
to choose between making a legitimate 
profit and going out of business,” said 
J. Griess of the Griess-Pfleger 
Tanning Co. recently, “calf leather 
prices would be advanced by all those 
deciding to remain. This advance woyld 
come even in the face of a low raw 
skin market, for it is the direct result 
of quick changing styles and hand to 
mouth purchasing. 

“This combination is a foe to low 
production costs, for a color or finish 
which has a short run is bound to leave 
its mark in finished inventories, regard- 
less of how cautious the tanner may 
have operated. When this mark is 
multiplied by the remains of about 
three so-called staple colors, plus four 
or five adopted shades which never sold, 
plus a countless number of high novel- 
ties, the sale of which is not only diffi- 
cult but doubtful, the profit figured 
earlier in the year, disappears. 

“Naturally, the shoe manufacturer, 
to play safe, must buy close, but here 
again production costs are made to 
soar. It is cheaper, both in time and 
material, to fill an order for one dozen 
than for one skin, and yet, as a bait to 
get the leather into samples, few 
tanners demand any higher price per 
foot for one skin than for one dozen. If 
the one skin business stopped after 
the sampling season was over there 
might be an excuse, but a shoe manu- 
facturer usually plays so close that he 
is forced to come back a few weeks 
later for a few feet to finish up a case 
of shoes. This often means making up 
the exact grade and quantity from the 
start and needless to say this order 
costs the tanner money. 

“In summarizing, unstaple colors have 
supplanted the staples. Novelties, if 
they are beautiful, or can be combined 
beautifully in the shoe, are here to stay. 
The American tanner is beginning 
to learn how to manufacture these 
leathers—he should also learn how to 
figure them for a profit.” 


Harold C. Keith on Trip 


BrocKkToN—Harold C. Keith, presi- 
dent of the Geo. E. Keith Co., now is 
taking a swing around the country get- 
ting a general line on business, and he 

travel to the Pacific Coast before 





Parchment in the Lead, 


Say Boston Manufacturers 


Boston — Factories continue “full 
steam ahead” on early spring business. 
In women’s shoes parchment leads the 
colors. One of the big shoe whole- 
salers in this market predicts that light 
colors will be the popular sellers up to 
Easter, and then that the demand will 
swing toward black shoes, with a good 
summer trade on whites. Among the 
new materials which will be widely in- 
troduced to the public, through nation- 
al consumer campaigns during the next 
few months, is white glazed kid. “It 
is a problem as to after-Easter shades,” 
say leather men, many of whom do not 
think that black is going to have as 
large a run as others, and who say that 
the light colors, including white, will 
dominate the summer footwear mode. 
Black patent, however, is getting more 
popular, in the higher grades for -do- 
mestic trade, and in the cheaper grades 
for foreign trade. Many shoes are 
being exhibited at the factories of pat- 
ent leather with fancy trim: Another 
new black shoe is made of satin, 
trimmed with some of the new leathers 
in attractive shades and tannages. 

In men’s shoes, the production for 
the past month has leaned heavily 
toward black. A shoe jobber here, spe- 
cializing on men’s shoes, reports a 
goodly amount of business on tan shoes 
with broad toes; he also reports that 
in the cheaper grades for men, em- 
bossed leather oxfords are _ selling 
well. Sport shoes are shown in many 
light colors and ornate trims. 


Orthopedic Shoes Shown 


BostoN—The Massachusetts Chi- 
ropody Association had an exhibit of 
orthopedic shoes at~its recently held 
convention at the Hotel Kenmore. 
Among those shown were: The Cros- 
sett “Supple Tread”; The Answer Shoe, 
sold by The Shepard Stores; The 
Ground Gripper, sold by E. W. Burt & 
Co.’s store; The Plastic, sold at Thayer 
McNeil Co.’s; Thomson-Crooker Shoe 
Co.’s “Arch Support” shoes; Stetson’s 
Healdarch; Field & Flint Co.’s “Foot 
Joys”; Morse & Burt’s Cantilever, the 
Walk-Over shoe, and the J. J. Grover’s 
Sons Co. Dr. Jos. Lelyveld, chief 
clinician of the foot clinics of this city, 
gave an illustrated lecture showing 
many types of shoes and their adapta- 
tion to the feet, and stressing greater 
cooperation between the retail shoe 
merchant and the chiropodist for the 





le returns home. 





benefit of the consumer. 


Lynn Factories Busier; 
Rushing Shoes for Easter 


LYNN—Production in February was 

good. Shops will be busy until after 
shoes for Easter are made and deliy- 
ered. It looks as if styles for after 
Easter and early summer would be well 
spread out over colors, blacks and 
whites. Grays, selling for Easter and 
after, are of the shell finish, a soft fin- 
ish called dove, and in metallic or lus- 
ter finishes. Nestling tan, a _ soft 
shade, is reported. Patents are staples. 
Blues, and a few reds or greens, are 
seen. 
Indefinite checks and diagonal stripes, 
made up of the gingham, percale and 
other fabric finish class of leathers, are 
coming along strong as trims. Satin 
finish leathers, in the gunmetal patent 
class, are used for vamps and quarters, 
Silk finish leathers, moire, damask and 
the like, are new. A lot of leather is 
sprayed with lacquer in colors, and 
thereby is given brilliant, even exotic 
color effects, which are used for trims 
of shoes, also for leather novelties. The 
idea of matching shoes and bags has 
been expanded to include leather trim- 
mings on sport clothes. 

Tie types are promising, with pros- 
pects good for a high riding one eyelet 
tie, having an open shank. Super-sandals 
present a sandal type so cut away that 
scarcely more is left than a tip, a bit 
of back stay over a counter, and the 
holding straps. Dressy sport styles, in 
oxford, pump and step-in models, will 
sell in colors, or combinations thereof. 


E. P. Hurd Is Dead 


BostoN—Edward Payson Hurd, one 
of the organizers of the United Shoe 
Machinery Corporation, died on the 
afternoon of Wednesday, Feb. 23, of 
pneumonia, at the home of his son, Ed- 
ward L. Hurd of Milton. Mr. Hurd 
was born in Medway, Mass., 85 years 
ago. He was graduated from Phillips 
Academy, served during the Civil War 
for three years, and later was asso- 
ciated in business with his father, and 
after that in a long list of business 
concerns, including shoe machinery 
companies and a bank. Mr. Hurd be- 
came connected with the United Shoe 
Machinery Corporation in 1899, and 
had been vice-president, assistant treas- 
urer and member of the executive and 
finance committees of the U. S. M. C. 
of New Jersey, and the same corpora- 
tions of Maine, Mexico and South 
America; he was also officer or direc- 
tor in many other subsidiary corpora- 
tions in this country and Europe. He 
retired from active business life some 
years ago. Mr. Hurd leaves three 
sons—all with the United Shoe Ma- 
chinery Corporation—Edward L. Hurd, 





William R. Hurd, and Malcolm Hurd. 
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Patents Are Still Strong 


in Milwaukee Factories 


MILWAUKEE—Gray* and _ roseblush 
shades in ladies’ footwear are not hav- 
ing the call that was anticipated ear- 
lier in the season, according to the local 
manufacturers, while on the other hand 
patents are still experiencing a good 
demand, and the local output consists 
to a large extent of patents. Parch- 
ments are holding strong both in the 
solid colors and trimmings. 

Production on patents is about 50 
per cent of its output at the plant of 
the Rich Shoe Co., according to Fred 
W. Callies, treasurer. Parchment 
shades make up almost the balance of 
the production, while there are some 
roseblush and gray shades being turned 
out and a few satins. Grays are not 
moving well at all and roseblush has 
not enjoyed the activity that was pre- 
dicted for it. 

At the B. B. Shoe Co., which is also 
a large manufacturer of ladies’ foot- 
wear, the volume of business this sea- 
son is exceptional, said George O. Pe- 
terson, and some departments are 
working overtime. It is much better 
than it was a year ago. The output at 
the B. B. company consists mainly of 
patent leathers, with parchment kids 
running second. All of the parchments 
are being made up with trimmings. 
There is very little business on the 
roseblush and gray colors. Single but- 
ton straps predominate, while there are 
some pumps and ties also being pro- 
duced. High heels prevail over any 
other style of heel. 


Drukker, Vice-Pres. of 
The Plaut-Butler Co. 


CINCINNATI — Richard T. Drukker, 
for many years vice-president of The 
Travers Company, is now vice-presi- 
dent of The Plaut-Butler Company. 
Mr. Drukker says that his immediate 
efforts are being put into the style and 
sales end of the business; that the fac- 
tory is being expanded, with equipment 
to make 2,000 pairs daily, which pro- 
duction the company experts to stead- 
ily maintain. Business has already 
been booked for the output of the next 
7, months, with splendid prospects 
ahead. 


Novelty Footwear for Men 


MILWAUKEE—Tans and light shades 
form the majority of the production at 
the Weyenberg Shoe Manufacturing 
Co., manufacturers of men’s shoes, said 
Robert J. Dempsey, sales manager, who 
reported that the firm’s volume is al- 
most 50 per cent larger than it was a 
year ago at this time. Mr. Dempsey 
said that the novelty shoes in the men’s 
lines are experiencing a brisk call, and 
that blacks are also moving fair to 
good. Mr. Dempsey believes that the 
public has taken to the idea of having 
a pair of tan shoes for wear during the 
day and a pair of blacks for the eve- 
ning, and he looks for a good business 
on blacks in the fall. This company 
also reported that its work shoes are 
selling in good lots. 





H. W. Cook Visits St. Louis 


St. Louis—Henry W. Cook, president 
of the National Boot & Shoe Manu- 
facturers Association, was a visitor in 
St. Louis Feb, 22 and 23 where he held 
a conference with the St. Louis mem- 
bers of the association. His visit was 
for the purpose of learning more in- 
timately the ideas of the St. Louis 
manufacturers regarding the work of 
the association and how he could aid 
them with their problems. 


Patent Rights Granted 
on Gripsem Arch Shoe 


ROCKLAND, Mass.—The Hurley Shoe 
Company has been granted full copy- 
right and patent protection on the 
Gripsem Arch Shoe 
which the company 
has been featuring 
for some time. An 
extensive sales and 
service campaign 
is now under way, 
one of the notable 
features of which 
will be lectures 
and  demonstra- 
tions by Dr. Fred 
A. Husk of Minne- 
apolis, who recent- 
ly joined the com- 
pany in the capac- 
ity of educational 
director. Included 
in the service end of the campaign will 
be radio broadcasts. Dr. Husk is well 
known as a foot specialist and has been 
a deep student of the effect of shoes 
on foot health. For many years he has 
been engaged in furthering health cam- 
paigns in various parts of the country. 


F. A. Husk 


Purchasing Agents Meet 


BostoN—The Purchasing Agents’ 
Council of the New England Shoe and 
Leather Association, Arthur B. Porter 
of W. H. McElwain Co., chairman, re- 
cently held a luncheon-meeting at the 
Boston Chamber of Commerce building, 
this city, at which H. N. McGill of the 
Babson Institute spoke on the general 
problems of purchasing. 


Booklet on New Arch Shoes 


St. Louvis—The Brown Shoe Com- 
any has just issued a special catalog on 
its Brownbilt Ideal Arch shoes, a new 
women’s line recently introduced to re- 
tail at $5.00. Eighteen styles are fea- 
tured in the booklet which can be used 
by the retail merchant to distribute to 
his customers. Space is provided for 
his imprint. The usual dealer adver- 
tising is furnished to introduce the line. 


New Factory Opened 


NEw LONDON, Wis. (UTPS) — The 
new shoe factory erected by the Men- 
zies Company of Fond du Lac was 
opened here when Mayor E. W. Wend- 
landt of New London cut the first pair 
of shoes to be turned out on the com- 
pany’s machines. The factory opens 
with a crew of 50 men, and this num- 
ber is expected to be doubled within 
the next six months. 


| the Crescent Children’s 
facturing Company of this city. 





Colonel Ira Vaughn, Kid 
Manufacturer, Is Dead 


BostonN—Col. Ira Vaughn, treasurer 
of Dungan, Hood & Co., kid leather 
manufacturers, Philadelphia, died Feb. 
16, age 63 years, after a long sickness. 
He started life as a clerk in a retail 
shoe store in Peabody, Mass. Later he 
and his brothers, Charles P. and George 
C., built up the Vaughn Machine Co., 
which was, in its day, the world’s larg- 
est manufacturer of leather working 
machinery. The Vaughns produced 
many of the machines that revolution- 
ized the leather trade from a hand to 
a machinery industry. Also they in- 
troduced American machinery into 
many tanneries abroad. 

When the Vaughns sold their ma- 
chinery business to the Turner Tan- 
ning Machinery Co., Colonel Vaughn 
retired. But he later resumed indus- 
trial activity, buying, in company with 
his brother, Dungan, Hood & Co. He 
continued as treasurer of this company 
until the time of his death. Also he 
was interested in the development of 
public utility companies in Virginia, 
where he had a fine country estate. 

Colonel Vaughn served in the Second 
Corps of Cadets, a noted military or- 
ganization of Massachusetts, and on 
the staff of Governor Guild of Massa- 
chusetts. He held high Masonic offices. 
He is survived by a widow, a daughter 
and a granddaughter; a sister, Mrs. 
Melville Woodbury, and his brothers, 
George C., leather manufacturer of 
Peabody, and Charles P., his associate 
in Dungan, Hood & Co. 


Children’s Shoe Firm 


Formed in Rochester 


RocHEsTER, N. Y. (UTPS)—The Ar- 
tisan Shoe Corporation has been or- 
ganized to manufacture’ children’s 
shoes here. The corporation has been 
chartered by the secretary of state and 
is capitalized at $75,000. 

Sam Rizzo is president; A. Vitello, 
first vice-president; J. Rizzo, second 
vice-president; J. Vullo, treasurer, and 
Lester E. Schiff, secretary. Sam Rizzo 
and Mr. Schiff until recently were 
president and secretary respectively of 
Shoe Manu- 


According to an announcement by the 
officers the factory of the Artisan cor- 
poration will be located in the Schantz 
Building at St. Paul Street and Cen- 
tral Avenue, in the heart of the down- 
town industrial district. The company 
plans to maintain production of 2500 
pairs of shoes a day. 


Trend Toward Black 


HAVERHILL—The Rickard Shoe “Co. 
reports a trend toward black footwear 
in one-strap patterns, with a lessening 
demand for the oxford type shoe. San- 
dal effects in the light shades of ‘kids 
are finding big outlet in the West and 
Southwest, it is announced. 

D’Orsay pumps feature the produc- 
tion of the Farber Shoe Co., which is 
now busy in getting out a line of me- 
dium grade McKay novelties. Blacks 
compose the major part of this firm’s 
production after a run on kid. Straps 
and D’Orsays are said to be good for 
the next six weeks. 
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@. W. COOK, Presidens 
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Where Popular Prices Prevail 


A new store in Charleston, S. C., is 
the French Boot Shop at 206 King 
Street: It is owned by Rubin Bros., 
two young men who have been in busi- 


ness here for the past six years. The 
new store sells the popular priced nov- 
elties for both men and women, and is 
doing a good business. 











St. Louis Stores Open on 
Washington’s Birthday 


St. Louis—The retail shoe business 
for the week ending Feb. 26 was spotty 
with days of activity and dullness on 
others. A majority of the stores re- 
mained opened on Washington’s Birth- 
day and this move proved helpful in 
piling up the volume for the month. 
Most stores reported good business for 
the day. Practically all the stores re- 
port an increase in February over the 
same month last year. 

There is a fair demand for Spring 
footwear. This has been accentuated 
by the warm spring-like weather which 
has prevailed during the week. It has 
done much to arouse interest in spring 
footwear and in the stores colored kids 
were observed in good numbers. Patents 
are strong, in fact, one large store re- 
ports patent to be fifty per cent of all 
shoes sold during the past week. Colored 
kids played the heavy role in the other 
fifty per cent representation. 

Roseblush is decidedly good in the 
call, better than many believed it would 
be. Parchment, according to the opinion 
of many merchants, will assume leader- 
ship later. 


H. L. Atkins Dead 


Mapison, Wis.—Henry L. Atkins, 
well known in shoe circles in Wiscon- 
sin, died at his home in Madison on 
Feb. 14, following a brief illness. He 
was born in Milwaukee in 1851 and 
was the son of A. H. Atkins, shoe man- 
ufacturer. He was formerly a member 
of the firm of Atkins, Steele & White 
Shoe Co., and the Atkins-Ogden Manu- 
facturing Co. For many years he was 
also associated with the Badger State 
Shoe Co., of Madison. Mr. Atkins is 
survived by his wife, two sons, and one 
sister. Funeral services were held in 
Milwaukee, where he was buried. 





Double Chain Tax 


RICHMOND, VA. (UTPS)—Supplant- 
ing of the local merchant by chain 
stores was commented upon in the 
North Carolina House of Representa- 
tives in the course of voting to double 
the privilege tax on shoe, drug and 
other chain stores. The tax was 
doubled. The old schedule carried $50 
a store for chains of more than three 
stores. The new schedule carries $100 
a store for chains of more than six 
stores operating in more than one 
county and not as a cooperative or- 
ganization. 

Walter Murphy, Rowan County vet- 
eran in legislative halls, spoke feelingly 
of the disappearance of the local shoe 
merchant—the local druggist — and 
other “corner” and “neighborhood” 
stores—under the advance ‘of chain 
drug stores, shoe stores and other 
kinds of stores. Representative Fol- 
ger sent in an amendment to raise the 
tax to $500, but he was persuaded to 
withdraw it. Committee experts said 
that. doubling this tax would help 
greatly in bridging the $400.000 gap 
between tentative revenue and appro- 
priation figures. 


Novel Window Display 


DetroiTt—A very attractive window 
display of spring footwear was _ in- 
stalled for the Griswold Boot Shoppe, 
corner Griswold Street and Grand 
River Avenue. The background was in 
plastic relief painted in gray and green. 
In the center of this background an 
opening was cut to represent a window, 
at which plush hangings were draped 
as a valance at the top, and as curtains 
at the sides. Back of this a scenic 
painting was disclosed a castle perched 
high on a rock with the sea beating at 
its base. 
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In the Nation’s Capital 


The Gilbert Shoe Store, which was 
recently opened at 1128 Fifth Street, 
Washington, D. C., by H. Tabb and 


managed by M. Becker. Extreme nov- 
elties have the call in this new estab- 
lishment. 
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HAND TAILORED’ 
HAND LASTED 


BION F-REYNoO Los Co, 


BROCKTON, MASS. 





STOCK DEPT. 5 


SNAPPY SNAPPY 
ACTION! STYLES! 


“They've Cot te Be Stetson 
te Be Snappy” 


THE STETSON SHOE CO., Inc. 











Gray with Nisley 


SyracusE, N. Y. (UTPS)—E. W. 
Gray, for the past seven years man- 
ager of the Waik-Over Boot Shop, two 
years in Erie and the latter five in 
Syracuse, has severed his connection 
with the Walk-Over concern and is now 
manager of the Nisley Shoe Corfpany 
in Syracuse. 

Mr. Gray, who began his new duties 
Feb. 1, is enthusiastic with his new 
position and company. “I believe that 
the medium price shoe is going to be 
the most popular,” he said. “Instead 
of buying one hat a season and paying 
$20 and $25 for it, they now buy two 
or three moderately priced ones. 
Dresses are beginning to demand cer- 
tain shoes to go with them. So the 
average woman now buys three and 
four pairs of shoes a season at popu- 
lar prices.” 

Mr. Gray is president of the Syra- 
cuse Shoe Merchants’ Association. 


Pony as Prize 


La. Crosse, Wis. (UTPS) — The 
Arenz Company has a contest going at 
the present time, in which a pony will 
be the prize. With every twenty-five 
cent purchase made at the store a 
ticket is given the purchaser. One end 
of the ticket is dropped in a box placed 
near the doorway, while the other is 
kept for future reference. The first 
part of March the drawing will take 
place, and the winner will be given the 
pony. Another pony will be given 
away the first part of April, accord- 
ing to the store officials. 

Many children have patronized the 
store during the past few weeks, 
cause of the pony contest. 

In January the Arenz Company gave 
a pair of rubbers free to every patron 
who purchased a pair of shoes. 





Berkson Brothers 


Open Shoe Department 


Kansas City (UTPS)—The addition 
of a shoe department by Berkson 
Brothers, popular women’s wear store 
at 1108 Main Street in the Petticoat 
Lane district brings the last but one of 
Kansas City’s department and women’s 
stores to the policy of including shoe 
departments. 

Only one of the high class depart- 
ment stores which depend on women 
for sales remains outside the fold of 
the shoe dealer. That one is John Tay- 
lor Dry Goods Company, one of the 
oldest in the city. 

Berkson Brothers, too, is one of the 
oldest stores in the city and its inclu- 
sion of a shoe department is considered 
significant. It is particularly signifi- 
cant, dealers point out, in the face of 
gossip in shoe circles of a saturation 
point being reached in Kansas City in 
the matter of shoe stores. 


New Milwaukee Ass’n 


MILWAUKEE — Shoe retailers on the 
east side of the Milwaukee River, lo- 
cated on Wisconsin Street and cross 
streets, are among the seventy-five 
charter members of the East Side As- 
sociation which has recently been 
formed at Milwaukee. A. B. Caspari, 
president of Caspari and Virmond, 
leading shoe retailers, is a director for 
three years. 

Retailers in various lines located in 
this central east section of the down- 
town section, catering to the trade 
which seeks exclusive service, have co- 
operated among themselves as _ units 
heretofore. With the association, all 
the business firms and professional 
men have joined together to sponsor 
the development of that portion of 
downtown Milwaukee. 


South W. Mass. 
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66 ELAM 99 
Flexible Turn Shoes 


For the Jobbing Trade Exclusively 
F. S. ELAM SHOE Co. 


ROCHESTER, N. Y. 
Boston Office, 183 Essex Street 











WHERE TO BUY 
Standard Shoe Materials 


est Virginia 


More dependable than ordinary leather for 
nee and Innersoles. 
p Products Department 
WestVirginia Pulp & PaperCompany 
Detroit NewYork Chicago 
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Men’s & Women’s 
Slippers 





Men’s All Leather House Slippers 


TOCK 
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Bend Bemples 

OTH & ROSENBERG SHOE CO. 
124 N. Srd St., Philadelphia 


BOUDOIRS 


Turns Black Kid 


80 cents 


Best value on the market. 
The Raymond Footwear Co. 
Haverhill, Mass. 

















Of the Better Grade 
For the Better Trade? 





WM. SUMNER SMITH 


325 Monroe Street Chicage, tl. 








Novelty Slipper Co. 
Makers of 


Beudoir Slippers of the 
Better Kind 


121-181 West 19th Street 
New York City 


ig 19:1 








REGISTERED 


Pullman Slipper 
RED BLACK TAN 


Swan Shoe Co., Baltimore, Md. 


PARISTYLE FOOTWEAR MFG. CO., INC 


N. Y. 
ener ame 1116. 1526 B'way 
‘GRADE TURN MULES and D’ORSAYS 
Kids, Brocades and Fancy Patterns. 
$27.00 per doz. and Up. 




















Do You Know? 


That you can buy or sell it through 
the “Where to Buy” columns. This 
feature in its quick service is a time 
saver in meeting immediate needs. 














St. Louis Firms Doing Good 
Business; Patterns Plainer 


St. -Louis—Business among the 
wholesale and manufacturing firms of 
the St. Louis shoe industry remains 
good. . Speciaity houses report an in- 
crease over last year’s figures. General 
line houses report sales at least equal 
to those of last year. Further improve- 
ment is expected with the opening of 
the weather. 

The style lines continue to show open 
shank and sandal patterns with a 
rather definite trend toward plainer ef- 
fects, particularly in high grade shoes. 
Tailored pumps are reported as having 
a good demand. Trimmings are being 
diminished. The demand for plainer 
shoes which for the most part is con- 
fined to black patent is becoming ap- 
parent also in- lower priced footwear. 
However, in these grades they resort to 
some trimmings. Sandals are being de- 
veloped in black patent with few cut- 
outs and through these openings the 
contrasting hose will add all the color 
required. At least, this is the argument 
being offered by some of the style im- 
presarios. Black and white gingham 
is being used with good effect both on 
white and black patent. 


John W. Russ Dead 


HAVERHILL—John W. Russ, one of 
the city’s oldest shoe manufacturers, 
died at his home, 130 Broadway, this 
city, Feb. 20. For 54 years he was an 
active manufacturer in the local indus- 
try, beginning at the age of 17. He 
was in his ninetieth year. He engaged 
in shoemaking as a boy of 17 in Ayers 
Village, making shoes by the hand 
method. He served an apprenticeship 
with J. O. Emerson, well known shoe 
manufacturer in the middle and late 
eighties. In 1865, he engaged in busi- 
ness for himself, with T. A. Hayes as 
partner. The firm name was Hayes & 
Russ. In 1867, Woodbury Noyes was 
admitted to partnership. The business 
was wiped out in the big fire of 1882, 
but was revived and continued actively 
until 1908, when Mr. Russ retired. 


A Correction 


In the report of the Ohio Valley 
Shoe Retailers Association Convention 
last week, we reported that Herman 
C. Harrison was elected secretary. 
This is incorrect. C. E. Dittmar was 
elected executive secretary, succeeding 
W. E. Southard, who retires to devote 
all of his time to National Retailers 
Fire Insurance Co., with headquarters 
at Syracuse, while Mr. Harrison was 
elected field secretary. 


Buys Browning’s Stock 


CoLuMBuUs, OHIO— Arnold Bamber- 
ger of Baltimore reports that he re- 
cently purchased from the receiver the 
entire $30.000 shoe stock of Brown- 
ing’s, 80 North High Street. This 
stock consists of men’s, women’s, boys’, 
and children’s and misses’ shoes. 





To Boost Massachusetts 


HAVERHILL — Local manufacturers 
and business men through the Haver- 
hill Shoe Manufacturers’ Association 
and the Chamber of Commerce are 
strongly supporting the bill now before 
a legislative committee proposing the 
establishment of a State Publicity Bu- 
reau. The program of publicity, set- 
ting forth the advantages of the indus- 
tries of the Commonwealth and induc- 
ing location of new enterprises is re- 
ceiving enthusiastic local indorsement. 
It is pointed out by the local manufac- 
turers that Massachusetts’ industrial 
advantages have never been broadcast 
with the same energy and purpose as 
those of other States. 


H. R. Drinkwater Reelected 
Head of Boot & Shoe Club 


Boston—The monthly dinner of the 
Boston Boot and Shoe Club, held Feb. 
23 at the Hotel Vendome, was attended 
by about 150 members and guests. 
Speakers of the evening were President 
Horace R. Drinkwater, who gave an 
interesting report on the Texas-Okla- 
homa convention; Maj.-Gen. John F. 
O’Ryan of New York, present of the 
Colonial Air Transport, Inc., who told 
of the benefits which business may de- 
rive from the intelligent use of avia- 
tion; and Willard F. DeLue of the staff 
of the Boston Globe. 

Preceding the dinner, a short busi- 
ness session was held at which Presi- 
dent Drinkwater was honored by re- 
election. Other officers are, first vice- 
president, O. Ii. Cassavant; second vice- 
president, B. W. Rankin; secretary, 
‘te Anderson; treasurer, F. M. 
Haynes; associate secretary, Major 
C. T. Cahill; executive committee, J. 
Wallace Allen, William P. Burnham, 
Elmer C. Chain, Bion F. Reynolds, 
M. P. Gaddis, Buford H. Jones, J. T. 
F. McGarry, E. T. Packard, Arthur C. 
Stern and A. H. Vogel, Jr. 


Big Bargain Sale 


DENVER, (UTPS)—The stock of the 
Wizard Shoe Store, 1654 Lawrence 
Street, was bought by the Golden Eagle 
Dry Goods Co. and thrown on the bar- 
gain counter in a gigantic sale. Shoes 
sold from 39c. up. Three thousand 
pairs of men and women’s shoes, six to 
seven dollar values, including ‘such’ well 
known makes as Peters and Weyen- 
berg, went for $2.95. Rice-Hutchins 
and Osteo-Path-ik brands sold for 
$3.95, regularly priced at seven and 
eight dollars. A special lot-of W. L. 
Douglas men’s oxfords went at $1.50. 


$1.65, Installed” 


DetroIT—Forestalling a possible un- 
favorable reaction of the price of rub- 
bers a salesman in one of Detroit's 
shoe stores who, having fitted his cus- 
tomer with a rolled edge rubber quoted 
the price as follows: “$1.65, installed.” 
The aptness of the remark created a 
favorable impression on the customer. 
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Wholesale Trade Gains 


RICHMOND, Va. (UTPS)—The 
wholesale shoe trade in the Fifth Fed- 
eral Reserve District in January 
showed a marked increase over De- 
cember and also over the same month 
last year. The gain in January over 
December was 65 per cent. Shoe sales 
increased 26.5 per cent in January, 
1926, over January, 1925. Shoe col- 
lections in January to total accounts 
receivable Jan. 1 was 35.7 per cent. 





Name Two New Officers of 
Sawyer Shoe Corporation 


BROCKTON — A combination has been 
effected whereby Walter Preston Field, 
president of the Field Bros. Shoe Co. of 
North Middleboro, and Horace E. Mit- 
chell, sales manager, have been elected 
vice-presidents and have become finan- 
cially interested in the Sawyer Shoe 
Corporation of New York and Chicago, 
nationally known shoe distributors. 
The Sawyer company operates a busi- 
ness selling a cheap grade of shoes, and 
in the future it will take a large por- 
tion of the output of the Field Bros. 
concern, which manufactures a better 
grade than the regular Sawyer line. 
As a result of the agreement, it is ex- 
pected business at the North Middle- 
boro factory will be greatly increased, 
and plans already are under way for 
enlarging the present factory. The 
factory now is operating at capacity, 
being one of the few here working full 
time. 





Buying Better Grades 


in Boys’ Footwear 


ENpicoTTt, N. Y.—Heavy buying of 
boys’ best grade shoes in all sections of 
the country is reported by the Endicott 
Johnson Corporation, which announces 
that it is enlarging its factory capac- 
ity to meet the demand. Production in 
this department is being increased 50 
per cent during February. Daily pro- 
duction for the entire plant is now on 
a basis of 125,000 pairs. 

C. B. Lord, general sales manager, 
stated that the impetus of the corpora- 
tion’s national advertising campaign, 
together with more aggressive styling 
and improved workmanship, had com- 
bined to stimulate business to a very 
considerable extent. Girls’ and chil- 
dren’s lines as well as boys’ shoes are 
afiected by the increased business, 
which is concentrated chiefly on the 
better grades, Mr. Lord stated. 





Good Sale Response 


TAMPA, Fira.—F. C. Lumptin shoe 
buyer for the O. Falk store, reports 
the best response to their recent Dol- 
lar Day that the store has ever had. 
“More than 750 pairs of women’s shoes 
were sold and three times as many 
pairs could have been disposed of, if 
we had the merchandise,” said Mr. 
Lumptin. The sale shoes represented 
special buys as the stock was clean. 
Dollar Days are featured every four 
months by this store. 





Patent and Black Satin 
Being Cut in Haverhill 


HAVERHILL — Blacks are being talked 
strongly in the local industry for late 
season trading, and already black pat- 
ent and satin is being cut in consider- 
able quantity. The possible change in 
style trend is welcomed by local manu- 
facturers who have been striving for 
several weeks to divert buyers to 
blacks. Kid in the popular light shades 
holds the stage for the present, but 
from now on will have to share it with 
black leathers and fabrics. The satu- 
ration point has not yet been reached 
on kid shoes, but less emphasis is 
placed on this type of shoe than earlier 
in the month. 

One-strap patterns and D’Orsay 
pumps are just now featuring produc- 
tion. Ties have declined. Step-in 
numbers are seen in only limited 
amount. Full toe lasts are showing up 
in some of the medium grade McKay 
lines. The last is of full rounding type 
approaching nearer the square toe type 
of a season back. 

The local industry has not yet been 
catapulted into capacity business and 
there is noted a high degree of caution 
both in buying and manufacturing. 
Buying is from hand to mouth, while 
manufacturers are operating with a 
wide margin of safety to guard against 
returned goods. There is indication, 
however, that the eleventh-hour Easter 
trading is going to be brisk and with 
it are going to be encountered the 
usual risks. 


Little Increase Noted 


in Brockton Production 


BROCKTON—Some concerns reported 
an improvement in business during the 
week just closed, but on the whole there 
was little change in output in most of 
the plants. Manufacturers as a whole 
are not entirely satisfied with the out- 
put, and the fact that February ship- 
ments this year total a little more than 
5000 cases behind last year’s would in- 
dicate they have a reason. Reports 
from salesmen in the field were not 
much better than a week ago. In stock 
business this week was only fair. 

Factories turning out job shoes fared 
a bit better this week, but their busi- 
ness is running slow and much behind 
normal. Noticeable in the manufactur- 
ing end this week has been the unusual 
call for later delivery shoes with leath- 
er heels. Men’s shoes of two-tone tans 
and solid tans are also big sellers, al- 
though big cities’ retail shoe merchants 
are calling in greater numbers for the 
fancier footwear. 

Women’s business is better, but not 
what it is expected it would be. There 
seems to be no special style in particu- 
lar demand this week, excepting that 
straps have not had the continued ex- 
cess call that has featured the season 
to date. Ties and sandals are increas- 
ingly popular. The wide call for colors 
still persists for spring delivery orders. 
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WHERE TO BUY 


Women’s Novelties 


ee 


Spring Styles in 
Stock to sell for $3, 
$4 and $5. Samples 
sent at our expense. 
Write now. 


is 


72-62 Lineoin St. 
Besten, Mass. 








Latest Styles at 
Popular Prices 


Always in Stock. 
143 DUANE ST-NEW YORK CITY 














WHERE TO BUY 
Ballet Slippers 








BALLET 







SLIPPERS—IN STOCK 
of the unus: kind 

S102 Bik. Giazed Kid, Soft Tee 
Child’ 

Misses” f, Poe's — 138 
Wemen's te 6— 1.45 
Alse Hard Tess 
SCHWARTZ & HERDER, Inc. 

falists in Ballet Manufacture 
241 No. 11th Street - Philadelphia, Pa. 








HAND TURNED, BLACK KID 


BALLET SLIPPERS 
IN 8TOCK 

Women's, $1.86; 

children dy ts 
Bont for Mail erdere prem 

"ROTH @ ROSENBERG SHOE'CO 

124 N. 3 








rd St., Philadelphia 








In Stock Black Bal- 
let Slippers 
Ladies’ $1.25 
Misses’ Hi -20 -. 
Childs’ $1.15 pr. 


BLOG SHOE Co. 
147 Duane sgn 


New York, N. Y. 











LYONS AND COMPANY 
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WHERE TO BUY 


Heel Protectors 








PRICE $7 DOZEN 
162 Union St. 
MEMPHIS, TENN. 


VATENT APPLIED FOR 
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WHERE TO BUY 


Shoe Ornaments 





ZER BROTHER 


Newest Importations 
Cut Steel and Rhinestone 


SHOE ORN. 
Studded Heels ~ 
6°38 W32ndSt.New Yor 


WHERE TO: BUY 


Miscellaneous 





ATLANTIC PRINTING CO. 
SEAVER-HOWLAND PRESS 


Producers of Distinctive Shoe 
Catalogues and Shoe Booklets 


470 Atlantic Avenue Boston, Mass. 
Telephone LIBerty 8673 
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WHERE TO BUY 


Store Fixtures 


LF hh OT 


GOODWINDOWS 





New Ground Gripper Store 


Mapison, W1s.—Dyer’s Ground Grip- 
per Shoe Store, Inc., has been formed 
at Madison with a capitalization of 
$5,000, with Harvey B. Dyer, John T. 
Aikens and James J. McDonald as in- 
corporators. Capital stock consists of 
50 shares at $100 per share. 





The Customer Has New Wants 


[CONTINUED FROM PAGE 59] 


has seen this change and stocks 
what the market demands. Those 
dealers who are not so wise have 
failed or are still struggling along, 
wondering when the “good old days” 
are coming back. 

No one will question the statement 
that “the good old days” did pre- 
sent fewer problems. But admitting 
the truth of such statements isn’t 
going to keep red ink off the books 
today. Equally true is the statement 
that “the good old days” will not 
return, much as we may yearn for 
them. If the public wants style to- 
day, style it must be given. If the 
women want dove gray today, white 
tomorrow and rose blush the next 
day, gray, white and rose blush must 
it be. New methods must be in- 
stalled to take care of these new 
demands. 

Let the dealer who is tired of re- 
ceiving advice on how to conduct 
his business check the operation of 


his store over the past ten years and 
discover how many changes he has 
made in his methods of doing busi- 
ness. Let the merchant who doesn’t 
read trade papers because—“well 
they’re all right for the youngster 
just breaking in, but I’m an old hand 
at this game and I know all that 
stuff,” look around and see the 
youngsters who are beating him to 
it. Let the merchant analyze for a 
moment his own purchases of cloth- 
ing, groceries, furniture or what- 
ever and see how his habits of buy- 
ing have changed in the last decade. 
It won’t take much such study to 
bring him to the realization of the 
fact that he must adapt his policies 
to conditions in the present. It 
won’t take long for him to realize 
that what he needs most is a change 
in attitde toward the wealth of 
assistance that is being offered him 
today. 





Wm. H. Norris Heads 
Baltimore Board 


BALTIMORE (UTPS) — William H. 
Norris, of the Dixon-Bartlett Com- 
pany, was elected president of the 
Shoe and Leather Board of Trade of 
Baltimore, at the election of officers, 
which featured the annual meeting of 
the organization held at the Caswell 
Hotel. Other officers elected were 
George P. Thomas, Jr., of the George 
P. Thomas Rubber Company, treas- 
urer, and Elkan L. Ries, of the D. 
Myers & Son, secretary. Mr. Norris 
succeeds Thomas Webster, while 
Messrs. Thomas and Ries were re- 
elected to their respective offices. 

The following were elected directors 
and assigned to specific interests: 
Henry Jandorf, of R. Jandorf & Com- 
pany, wholesale and transportation; 
F. C. Dunston, of the United States 
Rubber Company, rubber footwear, and 
Milton Halle, of the Muskin Shoe Com- 
pany, manufacturing. 

This meeting which was attended by 
a full membership, was followed with a 
luncheon. 

An additional feature of the meeting 
was the unanimous vote to amend the 
constitution and by-laws and simplify 
the operation or functioning of the 
organization. This is the first time in 
the history of the organization that 
such a step was taken. The simplifi- 
cation process was put into execution 
with the election of the officers and di- 
rectors for the ensuing year. 

As will be noted, the office of vice- 
president was eliminated, so also was 
there a reduction in the number of di- 
rectors and committees, which it was 
believed made the functioning of the 
organization more cumbersome and 
complicated. Under the present sys- 
tem or policy inaugurated with the 





election of the officers for the ensuing 
year most of the drawbacks or handi- 
caps will be eliminated. 

It is interesting to note that the elec- 
tion of officers of the Shoe and Leather 
Board of Trade of Baltimore for the 
ensuing year indicates that the older 
members of the industry and organiza- 
tion are turning over the management 
of the organization to the younger 
members of the craft. Mr. Norris, the 
newly elected president, is the young- 
est man in the industry to be elected 
to such an office. Mr. Ries is also 
among the youngest to hold his respec- 
tive office. It might be stated here that 
Mr. Norris represents the third genera- 
tion interested in the Dixon-Bartlett 
Company, one. of the oldest and leading 
shoe manufacturing concerns in this 
market. 

The Shoe and Leather Board of 
Trade is one of the oldest trade organ- 
izations both in Baltimore and _ the 
country, having been organized in 
1870. The Dixon-Bartlett Company 
and DeFord & Company are among the 
two remaining concerns engaged in the 
shoe and leather industries of this 
market which helped to organize this 
trade body in the seventies. Through 
this board of trade, the shoe and 
leather business has grown to be one 
of the largest groups of the wholesale 
market of Baltimore for years. And 
today the shoe and leather industry of 
this market ranks favorably with the 
shoe and leather industry of other mar- 
kets. 

Plans are now in the making or 
formative stage by which this board of 
trade hopes to be a one hundred per 
cent proposition. At the present time 
all the representative concerns en- 
gaged in the shoe and leather business 
of this market are members. 
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ROUGH constant association with the 
— product of the Brockton Shoe Mfg. Co., 
uing DECIDEDLY BROCKTON has come to 
mean shoes for men and boys which are proven 
elec- profit producers. But there is more to the 
ther 
"the phrase than that. 
der 
- 
nent It is the symbol of the vital, aggressive organi- 
_* zation behind the product, the sales staff which 
ot distributes these shoes so merchants throughout 
the country and on whose efforts depend the 
that volume production which challenges the abili- 
lett ties of the planning department to ship when 
ing wanted—the designers who must and do keep 
, new and smart models flowing from the sample 
os tacks—the quality superintendent whose busi- 
- ness it is to see that every shoe is up to our high- 
cad est standard—in short, the entire structure of the 
i Brockton Shoe Mfg. Co., whose co-ordinated 
18 
his purpose is to supply the merchant with such a 
e smart line of men’s and boys’ work, dress and 
ne sport shoes, that there will be a certainty of profit 
to all and satisfaction along the whole line. 
of 
he 
r- 
| Brockton Shoe Mfg. Co. 
if Holbrook, Mass. 
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Classified and Opportunities Department 
RATES AND OTHER INFORMATION 


Copy must be received at the Boot and Shoe Recorder, 207 South Street, Boston, Mass., on 
Monday of the week of publication in order that advertisements be published same week. 
Otherwise insertion will be put over to the following week’s issue. 
POSITIONS WANTED When advertisers desire answers to come in our care 
a per word. Minimum Charge 75c. twelve words must be allowed for address. When ad- 
LINES WANTED “s vertisers desire replies forwarded direct to their address 
ALL wa Minimum Charge 75c. each word of their address must be counted in the ad- 
Je per word. Minimum Charge $1.25 vertisement and paid for accordingly. 
Payment in advance is required, except when regular 


ALL DISPLAY SPACE 
Five dollars per inch. Allow 45 words to an inch advertisers, as amounts are too small to open accounts. 














= 


SALESMEN WANTED SALESMEN WANTED SALESMEN WANTED 














SALESMEN WANTED State of Michigan 


Thru a revision of territories, our line of MEN'S AND BOYS’ MEDIUM PRICED Stitchdowns and Growing 
S is open for representation in the followin tates where we r ° 

have established trade: ” Girls’ Welts 
Alabama Idaho Montana i i ~ 
Arizona a any - An a eee awe 
Connecticut Massachusetts New Mexico ning into good volume or a 
Michigan Ohio salesman who has the ability 
oa gama to produce. Milwaukee made. 


South Dakota Missouri Oregon "ager ° 
Georgia Commissions are liberal and 


All shoes in stock—8% commission—strictly commission proposition. In reply, paid when shipments are 
state territory covered and previous lines carried. Applications confidential. made. Well known iine. 
Address C-688, Boot and 


Address C-683, c/o Boot and Shoe Recorder, Shoe Recorder, 189 West 
207 South Street, Boston, Mass. Madison St., Chicago, Ill. 








WANTED— TEN MEN’S SHOE SALESMEN 
One of the largest men’s shoe 
S ALESMEN manufacturers of undisputed lead- 

ership in staple men’s shoes has 
added a line of Young Men’s Qual- 


for boys’ ular priced style welts, by factory with established reputatio ity novelty oxfords. Ten dollar 
por P y oo eT bli an n for shoes to retail at Seven Fifty. 


good shoes. One case, 12 samples only. Advance styles in stock. Commission We will consifer only seed eales- 
basis. Will consider successful salesmen carrying short non-conflicting line — with yoarty ane < maes 
A s ‘ Q : ; aoe Da roxima 000. 
provided well established in territory. Give full information in first letter. want "the “beat "Sharacter shoe 
3 ine salesmen in the United States, and 
Following Territories Open: are willing to properly compensate 
Ark such men. We make the flat 
rkansas Nege and Towa statement that our sales campaign 
Mississippi outh Caselina Nebraska will be the sensation of 1927 
—— West ee ia | Address C-611, care Boot & Shoe 
Florida South nad —, Recorder, 207 South Street, Boston, 
Georgia Seuth Dakota New Mexico Mass. 


Address C-689, Boot and Shoe Recorder, 
189 W. Madison St., Chicago SALESMAN 


An experienced rubber footwear salesman 
for Eastern Pennsylvania, one who is ac- 
quainted with the trade preferred. The line 
has been represented in this territory for 
many a — is bey gee a ee 
age an experience. re es W e ept 
SS et eee a SIDE LINE strictly confidential, Address ©-691, 
p seer Bins ew York torr tery. Wonderful li f Men’s Pat Ou care Boot and Shoe Recorder, 207 
et, aor a ee ae oui sedk Goteestton' hed teams tenon Seth. OF., Basten, Wai 
ie oa lb ae 7 ole ne ddress C 672, Eighteen samples; nationally known; ex- 

Boot d Sh R -é 4 cellent proposition for the right man. 
pay ll 7 South St. Give references when applying. Seven SALESMAN wanted to sell a popular priced 
Pune Se~ Be -_ ns per cent commission. New England line of high-grade up-to-date men’s shoes in 
Boston, Mass. States. Address 166 Walnut St., , 

Milwauk Wi Missouri, Kansas, Oklahoma, Colorado, Wyom 
er oi ing, a ie Rag = Only cxpeneneed | 
a al wanted. Men living on territory preferre 
SAeeeAn as — Welts, Le by auto. ate aa ——: Td “C475, care 
itchdowns, oe » » ‘oot ani oe Recorder, 1 . Madison St., 
State territo ou = comers HAGENS: ng = seal #08 cove Wels by —_ Chicago. 
+ yaad SHO LEGGIN > Capertee, State territory you are covering. ” HA ERS. ae 
: TOWN SHOE & LEGGING CO., Hagerstown, SALESMAN wanted to sell a popular priced 
Md. line of high- = up-to-date men’s shoes in 
SALESMAN wanted to sell a popular priced Pennsylvania, est irginia and Virginia. 
line of high-grade up-to-date men’s shoes in This line is well represented in these states at 
Wisconsin, Minnesota, Iowa, and Michigan. Ng gy WANTED to sell side line af present, havng an established trade. Only 
Only experienced men wanted. Men living on leather first step — t . pond. Psapp ih experienced men wanted. Men living on terri- 
terri preferred. State past references. Ad- 2/11; all in stock; tory preferred. State past references. Address 
dress C-676, care Boot and Shoe Recorder, 189 quale, shoes; 7% BB em PRIZE oHOE C-674, care Boot and Shoe Recorder, 189 W 
W. Madison St., Chicago. OMPANY, Rochester, N. Y. Madison St., Chicago. 
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~~ SALESMEN WANTED 





BUYER AND MANAGER 





WANTED TO PURCHASE 





GALESMEN wanted to carry our samples as 
a side line only. Popular priced women’s 
McKay Novelty oes. Stock : 8 ition in 
territories: Ohio, aH, ~~ ew York 
State, excluding Greater New York. Only men 
with experience need apply. Commission basis 
5% only. Men ny or | rubber shoes or men’s 
referred. Address C-678, care Boot and Shoe 
Recorder, 239 W. 39th St, New York 








Lvs wire salesman, one with established 
first class following, to carry our line of 
high grade turns exclusively. Only aan man 
with proven ability considered. offer 

choice territories to right man. THREE STAR 
SHOE CO., 57 W. 19th St., New York, N. Y. 


SALESMEN wanted for Arizona, New Mex- 
ico, Colorado, California, Tennessee, Ken- 
tucky, Wisconsin, Washington, Oregon, Iowa, 
North and South Dakota, to sell the greatest 
novelty line of children’s shoes in stitchdowns 
and turns, all at popular prices. Seven per 
cent commission. Sizes from first steps to 
Misses 1134/2’s inclusive. Unexperienced men 
necd not apply. FLEXIBLE SHOE COM- 
PANY, Rochester, N. Y. 








EXPERIENCED SALESMAN WANTED— 
A real producer with an established trade 
can make connections with a leading European 
shoe manufacturer manufacturing high grade 
and medium men’s and women’s welt or Ago 
shoes. Address C-682, care Boot and Shoe Re- 
corder Publishing Company, 207 South St., 
Boston, Mass. 








LINE WANTED 





§ IDE LINE WANTED—Popular priced 
misses’ and children’s turns. Live sellers 
on floor. Following in Texas, Louisiana and 
Oklahoma. State your poegereine fully. Ad- 
dress C-670, care Boot and Recorder Pub- 
lishing Co., 207 South St., Boston, Mass. 





A SALESMAN and Gentleman with few 
enemies and a host of friends and customers 
in the Central West, wants to connect with the 
best line of shoes in America that will sell in 
large volume and offers an opportunity to make 
some real money. Let’s go! Address PAT 


MORGAN, 3326 East 60th Street, Kansas City, 
0. 





Buyer and Department. 
Manager Wanted 


for women’s and children’s shoes, 
by large Western wholesaler, with 
national reputation. If you have 
had experience in the wholesale 
shoe business as assistant buyer or 
buyer and you are looking for a 
splendid opportunity, state age, ex- 
perience, references in first letter. 
All information confidential. Our 
employes know of this advertise- 
ment. 

Address C-684, care Boot and 


Shoe Recorder, 207 South St., 
Boston, Mass. 

















FOR SALE 





CASH PAID 


for entire shoe stocks or surplus stocks of 
shoes 


or other merchandise. 
Prompt attention given. 


KIRSCH-BLACHER CO., Inc. 


622-624 Broadway, New York, N. Y. 
Phone Spring 1443 


Any quantity. 








HIGHEST CASH PRICES PAID 
for entire shoe stocks. We also buy your 
surplus or slow sellers. Quantities no object. 
Retail or wholesale. Short term leases taken 
off your hands. Wire or phone us. Corres- 
pondence confidential. Established 1890. 


MAX GLAUBERG 
436 Grand Street, New York City 


We also purchase clothing, hats, furnishin, 
goods, etc. Dry Dock 035 





OOD located, well established ladies’ shoe 

department in ladies department store doing 
twenty-five yearly on six thousand investment. 
Located in city of thirty-five thousand in central 
northwest. Must sell immediately for cash. 
Reason poor health. Address C-681, care Boot 
and Shoe Recorder, 207 South St., Boston, Mass. 





OR SALE—Old established shoe store in 

Michigan town. of 20,000. ill sacrifice; 
doing $50,000 annually. Address C-685, care 
Sees and Shoe Recorder, 207 South St., Boston, 
Mass. 





OR SALE to settle an estate. Exclusive shoe 

store, Hillsboro, Ohio. Splendid going busi- 
ness. HAROLD ‘A. PREDMORE, Attorney, 
Hillsboro, Ohio. 








POSITION WANTED 








Sell Us Your Left Over 


New Yor« Export Purcnasine Coarp. 
596 Broadway, N. Y. City 


Or Entire Stock for Cash 











EMPLOYMENT SERVICE 








T HOROUGHLY experienced and capable re- 

tail shoe man, age 30, married, with 12 

years’ retail shoe experience wants to connect 

with live store or department as buyer, man- 

ager or assistant. Address C-686, care Boot 

= Shoe Recorder, 207 South St., Boston, 
ass. 








A thoroughly organized service, highly spe- 
cialized office, established to assist the em- 
ployer to find the trained office, sales or 
factory executive. Also to help qualified 
men and women locate the particular position 
they desire. 

Confidential service to employers without charge! 
PETERS EMPLOYMENT SERVICE 
31 State St., Boston, Mass. 

Congress 2870 





BUSINESS OPPORTUNITY 





Well-Known Salesman 
Open for Line 


A well-known salesman with many 
years’ successful experience, is open for 
line of women’s popular- +—~ shoes for 
the coming season. has a_ wide 
acquaintance among base in depart- 
ment stores, chain stores, mail order 
companies, and the wholesale trade 
throughout the entire country east of 
the Mississippi River. He is industrious, 
of good character, and can furnish 
highest references. For further par- 
ticulars address: 


C-658, care Boot and Shoe Re- 
ecorder Publishing Co., 207 South 
St., Boston, Mass. 














LINE WANTED of women’s snappy McKays, 
medium grade, for Chicago territory, by 
man acquainted with trade. Address C-687, 
care Boot and Shoe Recorder, 189 W. Madi- 
son St., Chicago, Ill. 





INE WANTED—In stock women’s snappy 

novelty McKays to retail four, five and six 
dollars by man thoroughly acquainted with the 
best trade in Mississippi and Louisiana. Best 
references furnished. Address L. F.. 5668 
Woodlawn Place, New Orleans, Louisiana. 





WANTED. by man under forty, line of shoes 

for ogy | in New York State, including 
central part. ave had twenty-two years’ ex- 
Perience, sixteen on the road. Address C-690, 
care Boot and Shoe Recorder, 207 South St.; 
ston, Mass. 





GeoP opening for factories, Canton, Mo. 
On the eruaen CANTON CHAM- 
BER OF COMMERCE. 








FOR LEASE 





O LEASE—Space for a shoe department on 

the first floor or in the bargain basement 
in an established department store in business 
since 1877. Town of 12,000, best agricultural 
town in the state and a very big industrial 
center. Address all communications to BOX 
222, Shelbyville, Ind. 








MISCELLANEOUS 














ADVERTISING NOVELTIES 
and SPECIALTIES 


COMPLETE LINE. WE HAVE IT. 3 


WILL vou IT. WE WILL MAKE 











W. E. FOLLIS ADVERTISING SERVICE 
159 N. STATE STREET HICAGO 
MERCHANT NEEDS 














Address your inquiries for 


REPTILES 


of all kinds to Dept. B, BCM/ 
ZOB2, London, W.C. 1, England 








Information for Shoe Merchants 


the Boot and 
constitute an ulmost inexhaustible source 
of information as and what to 





Large Assortment 
of Genuine 
Alligator and Lizard Skins 


Brocades 


S. Aprile & Co., Inc. 
Importers 
61 West 50th St., New York City 
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MERCHANT NEEDS Peters “Out” for Himself MERCHANT NEEDS 


Boston—Paul S. Peters, has re- 
signed as vice-president of the Peters 
Manufacturing Company, and although . 
he still retains an interest in this con- Milbradt 
cern, has now started in for himself aana 
as sole agent in the United States to ; 
the shoe trade for Bishop Gutta-Percha 
Co. of New York; Hodgman Rubber 
Co. of Framingham, Mass.; Windham 
Silk Co. of Willimantic. He is agent 
in Massachusetts, New Hampshire and 
Vermont to the shoe trade for the 
Glencairn Mfg. Co. of Pawtucket. rr Sl to suit any shelving 


condition. 
Tanner Talk Style 


” @et our price before 
‘Cup ‘ neoren---¥- x. Wholley of the slecing your order 
arnet Leather Co., Inc., gave a ta ° 
prlog tickets at the Southeastern Shoe Retailers’ Milbradt 
Association, recently held at Macon, } - _ Manufacturing Co. 
TILTS AT ANY ANGLE Ga., on “The Retail Shoe Merchants’ — 2416 No. 10th Street 


en, Bt Bvertacting with meng oe in the Tannage and Style rs J ST. LOUIS, MO. 
and off shoe easily. Now used by high- P 
shoe stores. Half gross $2.75. a ies cig 


Gross a 00. Check with trial order. 
it 'unentistactory Wolfelt in 

M. D. POLLINGER CO. oert West 
416 Victoria Bldg. St. Louis, Mo. New YorK—Curt Wolfelt, of Curt 
Wolfelt, Inc., shoe manufacturers, left 
Wednesday, March 2, for a quick trip 
to the Pacific Coast. Mr. Wolfelt will 
visit the important cities on his way 
out and will make a survey of style 
developments in the West as well as 
show his new samples to the western 
trade. He expects to reach New York 


SS 

WINDOW on the return trip before April 1. 
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MERCHANT NEEDS , 





aces %Nit0479" 
“he hideoag Anvil w\ XXX RAN 
) On 

a ky ey ro a5 \ Vin PO 


this 4 xi ADS 
933 ARCH ST. MG bo ha aE Wee hts pate SOME H-W chairs are in 


PHILADELPHIA, PA. | keeping with the most 


EASTER Winpow TRIMS luxurious shoe store ap- 


ONKEN pointments. The consult- 


ing service of our experts 


—Some of our New Period 
Display Fixtures can help 
you much in making attrac- 
tive trade pulling displays 
of your merchandise for 
this occasion. 


ESTABLISHED 7 7 . 
Baltimore, Md.; Boston, Mass.; Buffalo, 
& e N. Y.; Chicago, lll.; Kansas City. Mo.; 
LA B E L S Los Angeles, Calif.; New York, N.Y.; 
i} een te 6 ond totus mem te bt Philadelphia,Pa.; ; St. Louis,Mo.; Port- 


into your present equipment and see if a new id, Oregon; San Francisco, Calif, 
EXCLUSIVE BUT NOT EXPENSIVE 


set is not advisabl 
SAMPLES UPON REQUEST 





Metal Shoe Fitting Stools 
FRANK C. MEYER CO. . . 
[sn00 Cantons a aptry TOUR) B : and Floor 
263-271 LEXINGTON AVE , BROOKLYN, NY ; , 4 Sievers 


AMERICA’S CREATEST 
SHOE CARTON & LABEL MFCS 











We catalog complete sets for Shoes, Women’s 
rnishings—ranging in — 


had as illustrated 








above for immediate shipment and season's 


GLASS EYES — Ne. 141 


- Of interest to the Display Man 
For Bunny and Kit- Ask FoR SPECIAL Boox B-1l 


ten Children Sli 
aad other decorative MINEO ROR EON PRL KN) Ny, papa THE CHICAGO 


walt ant vee 
— eR PRE SIN EO UNI ENR end Prices WIRE CHAIR CO. 
G. SCHOEPFER SOO viechuonsauetr gan xy 
16-18 West 36th St., BAX XE SADR RK RR mi 
siimiait aan New York. N. Y. ¥ O WOR KK) x oer RXR EXE AY ees reste DOO IX XS 621 N. Le Selle Street, Chicage, a. 
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Talking 
Windows 
Make 
More 
Sales 


Window Cards that sell Shoes 


EXCLUSIVE and INDIVIDUAL IN APPEARANCE 
UNUSUALLY ATTRACTIVE and ARTISTIC 


$ Y0p month 


$4.00 Per Month 


4 BEAUTIFULLY EMBOSSED ART 
LEATHER FRAMES (like above) 
and 
8 CARD INSERTS EACH MONTH 
50 BLANK PRICE TICKETS 


Double Service: 6 Frames and 12 Cards per Month - 
ALSO 





t COUPON 


Recorder Show Card Service, 

Room 607, 189 West Madison 8t., 
Chicago, Til. 

Please enter our order for the 
RECORDER SHOW CARD SERVICE 
for one year from this date. We agree 
to pay you $3.00 per month for this 
service. 

We carry Men’s, Women’s and Chil- 
dren’s Shoes and Hosiery. 

(Cross out lines not carried). 


Wi th G G Mat 
a oom 


Letter our name on the mats as per 
copy attached to this coupon. 


eee eee eee eee eee eee eee eee ee eee? 








THE RECORDER STOCK RECORD BOOK 


FOR COMPLETE AND ACCURATE 
STOCK RECORD KEEPING 


Mailed Postpaid on Receipt of 


vou Chea ‘450 


THE RECORDER SHOW CARD SERVICE 
189 W. Madison St., Chicago, Illinois 























120 BOOT AND SHOE RECORDER 


The Boot and Shoe Recorder 


Serves in 


Getting More Shoes Sold Right; not only “more” but “right”; sold 

for the right purpose, to the right wearer, in the right fitting, for the 

right price, at the right profit. This is the great problem of the retail 

shoe merchants. The chief purpose of Tue Boot anp SHoe Recorper 

is to help solve it; for this is the basic problem upon which depends 

the progress of the entire allied industries relating to shoes and 
leather, their production and distribution. 


In this Issue— 


THe CoNsuMER Has New WANTS.. 
New Demands Mean New Methods 


RELATED SHADES ARE BEST 
A Color Analysis 


THE VOICE OF THE RECORDER Opinions of the Editor 
ADVERTISEMENTS THAT WOMEN READ How Krupp & Tuffly Do It.... 
SUMMER STYLES. WILL DOMINATE 


By Prof. Albert W. Frey 


By Eugene Franklin Peirce.... 


The Costume Trend 
What Harmonizes 
Tricky Airy Shoes 


COSTUME FASHION FORECAST 
Foot oF LEATHER IN SANDALS 


CoLors HAVE MEANING ALL THEIR 
Composé Effects 


For Mid-Summer 
New Trimming Ideas 
Progress Step by Step 


VIvip COLORS 
. COSTUME JEWELRY ON SHOES 
STYLES BLEND INTO NEXT TREND... 


OPPORTUNITY FOR EXTRA SALES TO 
Sport Type Shoes 


THIs CARD BRINGS THEM BACK.... Chas. Staudt 
A Record Card That Ties the Cus- 
tomer to the Store 


WHo’s WHO ON THE ROAD 
SHOE MERCHANTS NEWS 
-SHOE MARKET NEWS 

OTHER REGULAR FEATURES 


News of the Travelers 
Among the Retailers 
What Manufacturers Are Doing 





GETTING MORE 
SHOES SOLD RIGHT 
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year including posta 
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and please give us three weeks’ notice before the change is d 
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with which it is to take effect. Duplicate copies cannot be sent to replace those undelivered 
t h failure to. send such advance notice. With your new address be sure also to send us 
the old one, 4 g tf possible your address label from a recent copy. 








Mutered as second-class matter Sept. 19, 1925, 2 oe ee oe oe, ©. Y., under the Act of 
Member of, the Audit Bureau of Circulations 
Member, Associated Business Papers, Inc. 





March 5; 1927 


A buying guide to 


Alden, C. H., Abington, Mass 
Artistic Shoe Co., Brooklyn, N. Y 


Bell Bros. Co., Biddeford, Me 
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OW much do you get when the 

old cash register sings? What 
percentage of the income is profit? 
A lot depends on your cost of doing 
business. ‘What Cost Business” is 
a pertinent topic that we survey fully 
for you next week. 











66 ET a Profit” is our slogan 







for 1927. It has been gen- 
erally adopted by the trade. Here is 
another “Profit” section, full of 





meaty ideas, fully explained so that 
you may use them in your own busi- 
ness. OQ. P. I. (Other People’s Ideas) 
is a part of this money making 
section. 











OW is Easter business shaping 

up? Six Saturdays remain be- 
for the big day when SHE steps out 
in new finery, including new foot- 
wear. Easter selling means a profit 
for the merchant. We help you do 
more and better selling in the: period 
remaining before Easter. 
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TRACE MARK REG. U.S. PAT. OF FICE 


Women like these practical, Send for catalog of 


everyday slippers for household Play Footwear 
wear. Greeley Boudoirs are made for Chil i im d 
with leather or rubber heels. ‘ed 
Black or colored kid in stock for Grown-Ups Carri 
prompt delivery. If your jobber In-Stock 


can " t 
not supply you, write Berkshires are genuine hand-sewed moccasins, expertly made, of best 
us. quality materials, for appreciative custom. 


A. W. GREELEY . BERKSHIRE ccperiten Convection Holliston, Mass. 


The Belvedere Hotel | ‘BROOKS BA LLETS 


48th Street, West of Broadway, New York City 


Times Square’s Finest Hotel NO. 600 BLACK. KID 


Within convenient walking distance to important 
business centers and theatres. Ideal transit facilities. 1 MADE ON RIGHT AND LEFT LASTS 
450 Rooms—450 Baths Woman's 2), to 8 $1.45 
Every Room an Outside Room—With Two Large Windows Mi . ny, te 2 1.40 
Large Single Rooms, size 11’ 6” x 20’ with bath, $4.00 per day aaieses 2 to . 
For Two, $5.00 Twin Beds, $6.00 Child’s 6 to 11 1.35 
Large Double Rooms, Twin Beds, Bath, $6.00 per day 
Spectal. Weekly Rates WHITE KID 30c EXTRA 
Furnished or Unfurnished Suites with serving pantries, $95 to $150 IN ST 
per Month 
Moderately Priced Restaurant Featuring a Peerless Cuisine Write for — ston 
Illustrated booklet free on request 
CURTIS A. HALE, Managing Director mS SH OF MFG. .& 
: Street Philadelphia, Pa. 


mE me Tae Yauliow 


as ea seuty augment for the ankles 
wing chil and as a It is easy to see why there is 
ventilated shoe, the yy = such a big demand for these 
lated Foot Developer beautiful Leather Bows. Easily 
F attached. No sewing. No 


stapling. 























In Stock as Follows: 
Patent with Pastel Border 
Pastel with Lng ae 
Gray with Blue 
Tan Gingham with” Patent Border 


Per Doz. Pr., $6.00 


LINCOLN STORE 
SUPPLIES COMPANY 
1508 Washington Ave., 
1156 Ne. Main Street ST. LOUIS, MO. 

Novelty Findings 


Brockton, Mass. Shoe Store Supplies 


The Breakers 


ATLANTIC CITY 


Preferred—in Winter and all seasons—by 
those who know and want the best . . . either 
upon the American or European plan 
and sensible rates withal. 


Health Baths, Golf Privileges, Orchestra, 
Dancing. Garage on premises. 


JOEL HILLMAN, President 
JULIAN A. HILLMAN, V.-President 
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“The Place to Sell Hosiery Is the Shoe Store” 
THREE YEARS AGO “HOSIERY” 
started to preach that text to an audience 
of over 10,000 attentive shoe merchants. 
The sown seed is growing with amazing 

All —_ e , cone shoe mer- 

uttin depart- 
4 “Each poe the idea grows 
bigger. 
So we say to you—the place to sell 
hosiery easily, is to the shoe merchant. 
= Boot and aig Ferg | through = 
osiery section, offers a direct a 

to the most responsive group Ay om 
buyers in the country. 


Boot and Shoe Recorder Publishing Company 
Boston, Mass.. 
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Shimmering silk to the top, is the type of hosiery selected 

for outdoor wear by Miss Margaret Davies, former dancing 

star of Earl Carroll's Vanities. These lovely limbs have 
won her a high place on the vaudeville stage 
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EVERWEAR—‘“EVERYWHERE”. 


cm 

















This Hosiery Salesman Brings 
Greater Shoe Profits 


The Everwear Salesman is bringing a special mes- 
sage for shoe men — the secret of building shoe sales 
through the right hosiery department. 


When next the Everwear representative calls, get 
his full story. Learn just how you can make Ever- 
wear work for you as it now is working for hundreds 

of other shoe men. And by “Everwear” we don’t mean a line of 
hose alone. We mean the entire resources of the Everwear Mills 
which you can put back of your hosiery department to build 
your shoe sales. 

You'll find in the high-quality line of hose the Everwear Sales- 
man brings you, points that prove our sincere interest in your suc- 
cess—every style and color that is a profitable investment for you. 


Let the Everwear Salesman hear your merchandising problems. 
He has some mighty interesting assistance to offer. 


© 


THE EVERWEAR HOSIERY COMPANY 
Pioneer Makers of Quality Hosiery for Women, Men and Children 
Milwaukee - Wisconsin 
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HOosIkeryY dollars 


t 


of your “verage 


ordon 


HOSIERY 


(ustomer”” 


The business girl who is your “‘average customer”’ 
spends $50.00 on hosiery each year. The house- 
wife spends $20.00. But are they spending it all 


with you? 


In about 3 cases out of 4 they are not, as 
every dealer knows. Only 25% of your hosiery 
customers spend all of their money with you. 


The other 75% “shop around.” 


The hosiery requirements 
of your “taverage cus- 
tomer’’ are reasonable. 
She wants wearing quality 
. she wants value . 
she wants the right lasting 
colors, as a recent hosiery in- 
vestigation among 6,000 
women has again proved. 


Prove to a woman that the 
stocking you sell will give her 
better service—that whether 
she pays two dollars or three, 
you can offer her matchless 
values—that you give her 
not only the right colors but 
colors that will not grow 
streaked and faded looking — 
and she’ll gladly spend all of 


JBROWN DURRELL COMPANY\ 


11 West 19th Street, New York or 104 Kingston Street, Boston 


Name_ 








Address_ 


City 


Kindly send me free of charge a copy of your 
new portfolio—‘*Specializing for Profit.’’ 


Build up that 25% by grving 
women just what they want 


her hosiery dollars with you. 


For years Gordon has been 
developing a line based on 
these very principles. 


Not only surprising value, 
due to the careful selection of 
materials and perfect work- 
manship. Not only smart and 
lasting colors given by dyes 
made according to the old 
European formulas. But 
Gordon hosiery gives your 
customers the utmost in value 
at each standard retail price. 


If you have not already seen 
our new portfolio . . . let us 
send it today. The coupon 
will bring it free of charge. 
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Trade Mark Reg. U. S. Pat. Office. Pat. Sept. 22, 1914. 
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In 1927, Fashion has written in her - & i 
ee : \ ou 
note-book, “This year knees were —— lied 
accepted.” In Style 707, the perfectly knitted tremenc 
. ae weight 
And so, Onyx has been quick to silken texture is carried right > the “4 | 
produce a new style that, like all hem, three or four inches above sods, : 
Onyx Pointex Stockings, glorifies the knee. igh gre 
the ankle, but that does not for- And yet, this stocking retails * e 
get to glorify the knee. at $1.85. ~ 
oh _ sold. : 
mea ye ne Nove 
STYLE 707 is being featured in Onyx national advertising. ting me 
Why not place your order by mail now? primary 
gt Soe rae sumers 
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Gotham Silk Hosiery Co., Inc., 389 Fifth Ave., New York . . . Mills at Philadelphia, Dover, Wharton, Passaic, New York@i(uite a 
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Rosy Tints Lead in Color Demand 


HE hosiery business continues in a state of tran- The so-called “Black Bottoms” are going well. By 
T sion: Even at this late date there is still some these we do not mean the gun-metal with black heel and 
uncertainty on the color question for the coming sole, which is waning and gives promise of dyeing out 
ring and summer season, and con- around Easter time, but the rosy-tan 
tinued uncertainty regarding the pro- _ stockings with the black heel and 
portion of sheers and medium weight. J a sole, and often with the back seam 
On colors this much may be said q : also stitched in black. A variation 
definitely. If well dressed women a = of these, of course, is the two-tone 
at smart gathering places in New | : ae stocking, in which the heel and sole is 
York and Palm Beach may be taken : worked in a darker tone than the leg 
as a criterion, the rosy tan shades are = of the stocking. 
in the ascendency. There has been : Novelties such as these, of course, 
much controversy as to whether the a 2 are an added risk in merchandising, 
rosy or the yellowish casts in the iE but so are novelty shoes and many 
“nude” division would lead this year. y merchants have learned how to play 
A survey of smart restaurants, hotels i the novelty game, at a profit. 
and clubs gives the adherents of the “ 3 The pointed heel controvery bids 
rosy casts something to crow about. q % fair to be settled in court. Some 
Reverting to weights, there is little 4 F dozen or so manufacturers are ‘pro- 
doubt that the sheers are in greater 4 ducing pointed heel hosiery in de- 
demand than ever before, although a ° fiance of a warning issued by the 
temendous amount of medium fe owners of the patents covering the 
weight stockings are still being sold. a production of such goods. Pointed 
There is a market for 4 inch welt 2 “ heels have even made their appear- 
goods, also, although the trend inthe © 4 ance in seamless stockings. 
ligh grade market is definitely toward a Looking toward summer, the posi- 
the all silk or the very narrow welt. * tion of white hosiery looks uncertain. 
More 29 and 30 inch over-all length © a With the experience of last year still 
stockings are being produced and | 4 fresh in the memory, neither manu- 
sold. 4 __._ facturers, distributors, nor. retailers 
Novelty and clocked goods are get- . are looking forward with any degree 
ing more attention, not only in the of confidence to an overwhelming 
primary market, but among con- * , volume in whites. The light colors 
mers as weil. In high class shops , * in shoes curtailed the demand for all 
the public has bought liberally of lisle : hes white shoes, and also for white 
ort hose for winter resort wear, a hosiery. Even with white shoes many 
pesaging a genera) demand for | — women wore delicately tinted hosiery, 
goods of this type wien ti.e summer chiefly Atmosphere. This may be 
atually arrives. ‘Srockings with ~~ repeated this year. 
French clocks, with inverted clocks ~ A new note in color is the demand 
ad similar decorations are making New design in growing girls’ sport for blue to match the new blues in 
. ‘ hosiery of rayon and lisle, by Posner 
quite a stir. Hosiery, Inc. shoes. 
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The three to a pair 
idea in hosiery ex- 
ploited in a win- 
dow display last 
week at Gimbel 
Brothers, New 
York City 


HOSIERY SECTION 


Boot and Shoe Recorder 


A New and Vital Query—Do 
Three Of a Kind Beat Two Pairs? 


They Do in Poker, of Course, But the Question Is 
Now Being Asked in the Hosiery Trade, with 
the Introduction of the Three to a Pair Idea 


HE age old world, which has 
| been thinking that a pair 
means two of a kind, has an- 
other think coming, according to 
some of the nimble minded gentry in 
the hosiery business. Within the last 
few weeks sufficient publicity has 
been given to the latest idea in ho- 
siery—three to a pair—to set the 
women talking. Will this idea gain 
such a foothold that the entire 
hosiery trade will have to adopt it? 
This is not outside the realm of 
possibility, at least, and it is an idea 
that cannot be dismissed without 
much consideration. 

For some time, extra pair busi- 
ness has been built by many alert 
retailers by the argument that a 
ladder or run in one stocking made 
the pair useless. Women were ad- 
vised to buy two pairs of the same 
color at a time and thus insure hav- 
ing a “spare” in case something hap- 
pened to one stocking. It was a good 
idea, and it worked, within limits. 
Issue of March 5; 1927 


Its biggest drawback was the ex- 
pense involved. 

J. Casin of J. Casin & Company 
must be given credit for improving 
on the two pair idea and evolving 
the three to a pair idea. At little 
more cost than a single pair, the 
customer gets. three stockings, a 
pair and a “spare.” 

The idea is sweeping the country. 
Within the last two weeks it has been 
exploited in advertising and window 
display by Gimbel Brothers in New 
York, the Lido hosiery shops in the 
same city, Mandel Brothers and 
Hillman’s in Chicago and Lane 
Bryant in St. Louis. Probably other 
stores have exploited it as well. The 
Lido shops in New York carried the 
idea into radio broadcasting with the 
slogan “Three to a Pair Doubles the 
Wear.” In newspaper advertising 
Mandel Brothers urged the women 
“to carry a spare in your purse.” 

At the same time, some large 
hosiery buyers have rejected the idea 


as having several impractical angles. 
One argument is that the pair being 
worn and washed changes color and 
the “spare,” which is not laundered 
at the same time, will not match 
when ready for use. Another is that 
the changing to the “spare” away 
from home is not convenient. An- 
other is that by the time one of the 
pair gives out, the customer is ready 
for a new pair in a different shade. 

However, the idea is new and un- 
doubtedly furnishes a talking point 
that has considerable merit. 

Some retailers, quick to make an 
attempt to cash in on and idea, have 
tried to make up three to a pair sets 
from their old stocks of two toa 
pair stockings. This is highly ur 
satisfactory since an exact color 
match between any two pairs is prat- 
tically impossible unless they came 
out of the same dye batch. Best re- 
sults are obtained only when the 
three to a pair are matched up a 
the mill. 
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The hosiery department in the Pidgeon store 


Doubling the Business 


Putting the Hosiery Department on Its Feet Through 
Proper Display and Better Advertising 


IDGEON’S shoe store in Roch- 
ester, N. Y., has doubled its 
hosiery business during the 


P 


past year by increasing its display 
facilities and effectively advertising 
the merchandise. 

Allan B. Draper, manager of the 


store, gives most credit for the 
great increase in hosiery business 
to two things: the handsome new 
showcase which was installed 
about three months ago and a 
newspaper tie-up advertising cam- 
paign last summer. 

The showcase, according to Mr. 
Draper, has been the greatest sin- 
gle business getter in the hosiery 
department, increasing the sales 
more than 30 per cent since it was 
installed. It conclusively proves, 
he said, that people will buy hosiery 
if they can see it. 


“ have always suggested ho- 

siery to our shoe customers 
when fitting them for shoes,” he said, 
“but it took that showcase to make 
them buy. We hardly have to men- 
tion hosiery now. The showcase is 
located close to the entrance of the 


store and can be seen from the 
street. It is the first thing that 
hits the customer’s eye when he 
comes in and the last when he goes 
out. We could talk for an hour 
and not induce him to buy hosiery, 
but just let him see an attractive 
pair of socks on display in the 
case and he’s sold immediately. 
We even have had cases of sales 
where people passing the store, 
have glanced in and seen a pair of 
socks in the case which caught 
their fancy. 


66 ITH the installation of the 

showcase and additional 
shelving we have doubled the capac- 
ity of our hosiery department during 
the past three months. I think this 
and the special tieup campaign we 
conducted in conjunction with the 
Holeproof Hosiery people last sum- 
mer has done more to boost our ho- 
siery sales than anything else. 
During the rest of the year we 
made no special effort in an adver- 
tising way to sell hosiery outside 
of mentioning it in our shoe ads 
both in newspapers and direct mail 


and occasionally we have a win- 
dow display of hosiery. 


66, )REVIOUS to the installation of 

our showcase, most of our ho- 
siery sales were made in connection 
with a shoe sale. But that does not 
hold true any more, especially in the 
early winter when people buy hosiery 
for Christmas gifts. 

“The showcase has convinced me 
that the only effective way to sell 
hosiery is to let the customers see 
it displayed just as attractively as 
you can. Of course, as in any 
other line of merchandise, you must 
carry an article of quality so that 
the customer will get satisfactory 
wear. The line we carry fills this 
qualification completely.” 


HE hosiery department of Pid- 

geon’s now occupies about. 130 
sq. ft. in the front of the store and 
adds materially to the attractive ap- 
pearance of the entrance. A com- 
plete line for men, women and 
children is carried and sold on 
Pidgeon’s guarantee of satisfaction. 
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Ruth Martin, Hosiery Woman 


Buys Her Spring Stocks and Puts Into Effect Some 
New Ideas on Getting Women to Pay More 


HE stocking department in 

I The Martin Store wore the air 

of youth. It seemed never to 
be static, but always in a state of 
movement and evolution. It was 
forever having a date with something 
new. The people of Mayboro could 
scarce read in their fashion maga- 
zines about the latest something in 
hosiery, or hear about a beautiful 
origination seen in New York shops, 
before it appeared in the stocking 
department of The Martin Store. 
The eye and mind of youth, bubbling 
over with its life and vigor, were 
shaping the destinies of the depart- 
ment. Youth had its hand on the 
management. Youth selected the de- 
partment merchandise to suit its 
likes and desires, and everyone was 
pleased and bought. Even grand- 
fathers and grandmothers choose 
their hosiery with the taste and en- 
joyment in buying they might have 
felt as youngsters of twenty. 

“What have you new?” Ruth Mar- 
tin always questioned a hosiery 
salesman. “Be sure your samples of 
everything new and good get to me 
promptly, for I want to see them as 
soon as anyone does,” she said to 
every mill representative whose line 
she bought. So every new stocking 
idea came under her observation. If 
she pronounced it good, she added it 
to her stock, usually in small lots, on 
trial. 

Far the largest part of the stock 
in the hosiery department Ruth kept 
in staple numbers. For staple silks 
satisfy the customers’ requirements 
of beauty and attractiveness. But 
visitors to the department always felt 
that novelties and sport stockings 
received special attention, for this 
type of stocking was constantly on 
display, and the stock seemed larger 
than it really was because practical- 
ly all of it was put out in sight. 
Part of a display case was given over 
to men’s and women’s golf and sport 
hose in wool and_silk-and-wool, 
which showed up prominently there- 
fore, but really represented only a 
small part of the stock. 

Not everything new and different 
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for Their Stockings 
By O. K. Johnson 


appeared in The Martin Store dis- 
plays. 

In mid-winter, many stories of the 
popularity of black sport stockings 
at the southern resorts were featured 
in newspapers and magazines. 

“T have found no call for them 
yet,” said Ruth to her father. “I 
will not buy until the predicted de- 
mand reaches the North.” 





In this, the seventh article of a 
series by O. K. Johnson, merchan- 
dising and advertising expert, the 
work of planning the buying of 
Spring stock is taken up. While 
Ruth Martin is a fictitious character, 
her experiences are based on actual 
facts that have come under Mr. 
Johnson’s observation.—The Editor. 











The demand never arrived, and 
Ruth bought no black sport stock- 
ings. 

“The big demand is for sport 
stockings in solid colors, plain, no 
novelty patterns,” said the salesman. 

“All our call, when sport stock- 
ings are desired, is for novelty pat- 
terns,” said Ruth. “No plain ones 
for me until the people call for them.” 

The call never came, and Ruth 
wrote in her “Book of Hosiery”: 
“Never buy anything unless the an- 
ticipated dematid promises to justify 
the investment.” 

In the beginning, when Ruth was 
making her first selection of high- 
est quality stockings for her new de- 
partment, she laid her problem 
before the salesman. 

“Martin stockings must sell along- 
side Martin shoes,” she said. “Look 
at these slippers, and these and 
these,” placing several fine slipper 
styles upon the counter. “This is 
our type of footwear. The newest, 
the most beautiful, the best in de- 
sign, material, color, that fashion 
says is correct. The Martin Store 
sells this sort of footwear success- 
fully. I believe it can sell the good 
and the new and the fashionable in 
hosiery, if we hold the freshness of 


fashion to mean beauty, the lovely 
and exquisite rather than the 
strange, queer, eccentric, outlandish, 
bizarre.” 


UTH planned her first hosiery 

stock with great care. It was 
selected with the hope that it would 
attract the trade of all classes of 
customers. When the department 
opened she had full stocks in the 
highest, the moderate price and the 
low-price grades. The relative sell- 
ing value of the three grades served 
as a genuine business education to 
Ruth. When, as the first season 
passed into store history, she began 
to anticipate the arrival of spring, 
her ideas on buying had become 
somewhat clarified. She was certain 
of the answers to many of her buy- 
ing problems. 

Back of her counter was her “Book 
of Hosiery,” a looseleaf volume in 
which she wrote memoranda of ideas, 
conclusions and information which 
she desired to keep always available. 
And among her first entries of con- 
clusions she had reached was this: 

“Never buy anything but a full- 
fashioned stocking for women. I! 
have never bought one yet and I 
never will buy one.” 

Later appeared this entry: 

“Two grades are enough in ho- 
siery, just as they are in shoes. For 
twenty years The Martin Store has 
been developing a shoe business in 
the moderate price and the higher- 
price grades. Trial has shown that, 
along with these, low-price shoes 
will not sell. We leave the five-dol- 
lar and six-dollar shoes to other 
stores. Hereafter they can have all 
the low-price stockings, too.. No mat- 
ter how many they sell, we are out 
of that class of business. We car- 
not sell cheap stockings. We will 
stick entirely to the medium and the 
top grades.” 

So it happened that a violent sur- 
prise awaited the mill representative 
who walked into the store one cold, 
snowy, blowy, winter morning to talk 
about a stocking order for spring. 
As he prepared to show his samples, 
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Ruth’s words served as a rather rude 
awakening. 


“ O not take any time to spread 

your dollar stockings. We have 
never bought that grade and we do 
not intend to buy them now. And 
do not bother with that popular- 
price number which is such a big 
seller with you, and which we bought 
of you for fall. We are not going to 
buy it again. What I am ready to 
look at today is only the best grades 
your mill produces.” 

“I am tremendously surprised, 
Miss Martin. Surely, you cannot 
mean that you do not want any more 
of that popular number of ours you 
have been carrying? What can you 
have found wrong with it? Isn’t it 
a good stocking? It cannot be you 
have seen another line you think is 
better at the price?” 

“No, Mr. Dudley; that is not it. 
Your stocking is a good stocking. It 
is the best stocking I know of to sell 
at such a low price. But I am not 
going to buy it again, because our 
customers do not take any interest 
in a stocking at such a moderate 
price.' I am seriously thinking of 
not again buying any stocking to sell 
at less than $1.85. Certainly, I shall 
offer our trade nothing at less than 
$1.65. Most of our customers want 
to pay $1.85. Most of those who have 


bought at $1.65 will probably be will- 
ing to pay the additional twenty 


cents for our $1.85 line. As long as 
they seem to desire the better grade, 
do you not think it would be foolish 





Novelties and sport stock- 
ings received special at- 
tention, for this type of 
stocking was always on 
display, and the stock 
seemed larger because 
practically all of it was 
put out in sight. Part 
of a display case was 
given over to men’s and 
women’s golf and sport 
hose in wool and silk- 
and-wool, which showed 
up prominently. 





HOSIERY SECTION 


of me to try to push the lower-price 
stockings?” 

“I see your point of view, Miss 
Martin,” Dudley replied, “but your 
attitude strikes me as most unusual. 
It does not seem that The Martin 
Store should be able to sell lower- 
price stockings, when so many other 
stores are selling them in such huge 
quantities. Do you not think that, 
by showing the lower-price grade 
you will attract a lot of women who 
do not buy their shoes here? If 
they see such a good value in a low- 
price stocking, will they not come in 
and buy from you?” 

“It does not appear to work out 
that way. When folks want cheap 
shoes they go elsewhere to get them. 
When they come to The Martin Store 
for shoes, it is because they want 
better shoes than they have been 
wearing. They buy from us on the 
reputation of our store and our foot- 
wear. They are willing to pay our 
price to get our quality. It is the 
same with our stockings. Women go 
to other stores and pay a dollar or 
a dollar thirty-five and are satisfied 
with the hosiery they get. But when 
they think of Martin stockings, they 
think of hosiery good enough to sell 
at a higher price than they have been 
paying. They would rather pay more 
here for the better quality they feel 
sure of getting.” 

When Ruth Martin had applied 
her ideas about buying to the selec- 
tion of spring merchandise, the as- 
sortment for women was about like 
this: A $1.85 service silk and a $2 


131 


chiffon, upon which she relied for 
big volume business. A chiffon and 
a service line at $2.75, and a small 
selection of finer silks, including 
dainty lace and Paris clocked de- 
signs, for women who want the nicest 
merchandise obtainable. A $1.65 
semi-service stocking, good at a mod- 
est price, and to be relied upon to 
satisfy the wearer. 


‘6 ALL our new stockings for Easter 

are here,” said Ruth to her 
father one morning in late February. 
“The rest of our spring stockings 
will arrive during the next two or 
three months. While I want to show 
everything needed to meet customers’ 
demands, I am trying to keep stock 
down to a point where we can get a 
big turnover. I am limiting the 
color assortment to seven shades at 
$1.65, and to twelve at $1.85 and $2. 
Shipments of staples will arrive at 
monthly intervals, so there will never 
be any large quantity on hand at 
any time. Our stocking turnover 
this first season is pretty fair, about 
3% on our average monthly inven- 
tory. But this spring we are going 
to do better. Keep your eye on the 
department.” 

“My eye is on the department, 
daughter, and upon my department 
manager. I’ll be sure to see what 
there is to see, if your buying sched- 
ule does anything to turnover and 
profits. We get a good turnover on 
shoes. Your turnover on stockings 
ought to be still better. How much 
better? That rests with you.” 
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For the Fastest 
Hosiery Turnover 
in Your Life 


No. 625— 
retails for $] 


The world’s best dollar 
value! Pure thread silk, 
in medium light weight. 
Fashion marks. Long 24- 
inch boot. Lisle tops, re- 
inforced heel and toe, 
double sole. A wide 
variety of style tones of 

ige and Gray, as well 
as ne colors. Sizes 842 
to " 


_ ame for 50¢ 


A catchy, quick-selling % 

hose. Rayon plated. In popu- 

lar color combinations. Fits 

— pn and wears! Sizes 
to 10. 
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No. 635— $] 
retails for 
Another marvelous dol- 
lar value in a service hose 
for misses and women. 
In appearance and wear- 
ing qualities it forces re- 
peat sales. Three threads 
of silk plated over rayon. 
Very fine gauge. 24-inch 
boot; high spliced heel; 
fashion marks. In 43 styl- 
ish shades. Sizes 8'2 to 


“THEy re Buster Brown leaders 
. . - leaders through reputation 


for real VALUE. 


And they’re repeaters .... be- 
cause each pair lives up to its 
reputation. 

Here is a line that needs no sell- 
ing pressure. It has everything— 
wonderful appearance, wanted 
colors, superb fit and consumer 
confidence. 
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No. 418— 50 c 
retails for 
Smart 7% dress sox for small 
girls. Fits and looks like a 
much higher priced hose. 
Combination rayon and silk. 
Solid colors in Black, White, 
Champagne, Peach, French 
Nude, Nile, Pink, and Or- 
chid. Sizes 6 to 10. 


No. 670— 4 0 c 

retails for 
How well it fits the ankle! 
New construction through- 
out. An extremely soft rayon 
vumber. 24-inch boot. 4-inch 
nercerized lisle hem. In all 
the wanted shades. Sizes 8'2 
ro 10 72. 


Over-night 
delivery 


5} Buster Brown 
distribution plan 
makes it unnecessary for 

you to carry a large stock. 

You get over-night delivery 

service on both original stock 

No. 293— . and fill-ins from a near-by 
retails for 50 Buster Brown jobber’s warehouse. 
Your stock is always fresh. You are 


h t ick : : 
apna gy me not caught with colors that have 


out every time. Mercerized 
with rayon stripes and fancy 
Jacquard top. % length. In 3 
colors with 6 different color 
top combinations. An ex- 
cellent, long-wearing value. 
Sizes 6 to 10. 


lost their popularity. You do not run 
short of shades for which there is a 
sudden increased demand. You need not 
sell stock-worn numbers at a reduced 
price and lose your profit. You are pro- 

tected all along the line. 
Build good-will for your store and real hosiery 
profits by carrying Buster Brown Hosiery. If you 
haven’t the new Spring 1927 color card, write at 

once to your nearest Buster Brown distributor, or 


Amory, Browne 2 Co, 


62 Worth Street, New York 


BUSTER BROWN 


REG. U.S. PAT. OFF. 


HOSIERY 
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“Free Selling Merchandise” 


A new timely expression aptly describing goods that sell ] 


freely —without effort, and with a high rate of turnover 


A Sensation! 


Finery No. 500— 
super-sheer fine- 
one chiffon. Spe- 
cially constructed 
foot, picot edge. 
No. 600—same, 
with black heel for 
ultra-sheet effect— 
in three dark 
shades only. 


Samples on Request. 


FINERY sanp HOSIERY 
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Finery is “Free Selling Merchandise” be- 
cause it is rich in consumer appeal and is 
built on a plan of concentrated service. 


‘Features like the Coral Band—the Repair 
Service—Free Dyeing—the Step-toe, Sandal 
sole foot, etc., are the sort that strike the 
interest-chord in the American Woman. 


Finery’s sales policies to the merchant also 
sidestep the commonplace. The maximum 
volume can be secured with a minimum 
stock. A Weekly Inventory System—a lib- 
eral Exchange Policy—convenient Branch 
Offices—all see to that. 


And a highly progressive Advertising Pro- 
gram rounds out a foundation on which 
vou can build a steady, profitable hosiery 
following: 


One postal card inviting us to 
call, is all you need do about it. 


FINERY SILK STOCKING CO., Inc. 
Main Office: Third Ave. at 87th Street, New York 


Ne, in our own plants at Philadelphia and Clifton, 
. Branch Offices: Cleveland, Atlanta, Chicago 


M ostPopular! 


Finery No. 400— 
Black heel chiffon 
—Step-toe, Sandal 
sole—andallFinery 
services. Seven 
fashionable colors: 
Gunmetal, Cruiser, 
Roseta, Lirosa, 
Nude, Neutral 
Gray and Flesh. 


Samples on Request. 
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Where Half the 


Shoe Patrons 


Buy Hosiery 


Boot Shop in Bank Uses 


Stocking Department to 


Draw Shoe Customers. 


All of the hosiery in the Kennedy Boot Shop is displayed in the shoe. 
In every instance the hose is the proper shade for the shoe in which 
it is shown 


Every Shoe Has Its Mate in Hose 


IMSICAL fashion has for 
the past seasons had every 
opportunity to be tempera- 


mental through the medium of wo- 
men’s hosiery. Not content with 
that—hosiery has been raised to the 
position where it is the index of a 
woman’s ensemble. 

Kennedy’s Boot Shop, Knoxville, 
Tenn., quick to capitalize the oppor- 
tunities presented, three years ago 
began to feature the hosiery depart- 
ment in their new location. For 
eight years this firm occupied one 
of the most expensive locations in 
the business district; when, three 
years ago, rents became exorbitant, 
they decided to experiment with 
opening a shop on the mezzanine 
floor of the Holston Bank Building 
adjoining them. Excellent space 
was secured directly in front of the 
three elevators run in this twelve- 
story bank building, and from the 
first floor steps lead to one of the 
two entrances of the shop. Plate 
glass windows, which are attractive- 
ly dressed, partition the shop space 
from the corridor. The shop was 
charmingly fitted up in wicker, the 
windows hung in pongee draperies, 
and front space given the hosiery 
department. Always the spacious 
glass case, showing each pair of 
shoes with a pair of hose which 
match or harbonize in shade, is kept 


well lighted, and the attention of the 
people on the elevators cannot fail 
to be attracted. 

For street window display a nar- 
row glass case was placed two years 
ago on the outside of the bank 
building at the main street entrance 
to the bank. In this prominently 
placed case are shown both hosiery 
and shoes and the attention of the 
passerby is invariably attracted. 


CCORDING to Roger Mabry, 
manager of this shop, the influ- 
ence and advertising value of the 
hosiery department in drawing cus- 
tomers into the store can hardly be 
estimated. Certainly one-half of the 
women working in the offices of the 
bank building are regular customers 
for hosiery and the majority of these 
become regular patrons for shoes 
who otherwise may not have become 
interested. To match the varying 
patterns and colors in the advanced 
styles of shoes carried by this shop, 
the very newest in hosiery shades 
are always featured. Approximate- 
ly one-half of all the shoe patrons 
complete their purchase by buying 
one or two pairs of hosiery. Prices 
range from $1.50 to $2.95, but the 
$1.95 stocking is the favorite. 
Nothing but chiffon stockings are 
handled by this department because, 
they state, they cannot sell any 


other weight. And the _ greatest 
problem they have to contend with 
is the exchange on chiffon hose. It 
is ‘impossible to guarantee these 
hose, for the trouble is often due to 
the carelessness of the customer in 
caring for them. The best that can 
be done to circumvent this situation 
is to suggest to the customer care 
in putting on the stocking and in 
laundering. If the case seems justi- 
fied on a pair of stockings that are 
returned, to make good the sale an- 
other pair is sold them at cost price. 
The ultimate desire is to satisfy the 
customer, but attention is given not 
to let any customer overwork the 
policy. 


XCEPT for newspaper advertis- 
ing, which is used in conjunction 
with the shoe ads, an announcement 
which is sent out March 1, May 15 
and Oct. 1 is the only outside adver- 

tising which is done by the shop. 
Miss Cecilia Mankel, who was also 
in charge of the hosiery department 
before it opened in its present loca- 
tion, is exceptionally well eqpipped 
for her position and is relied upon 
by patrons of the shop to have in 
her stock that which is newest and 
most popular in hosiery. At present 
the Gordon V-Line in gun metal, 
cloud and nude are proving the fa- 

vorites. 
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They’re your 
customers — 
and they’re zuterested! 


This advertising fea- 
tures the stockings that 


CORES of women in your own city 
S are reading about the McCallum 
Spring Style opening. They are getting 
ready to say it with dollars. 

Will you get your share of this extra- 
heavy McCallum business? It’s sure to 
come if you'll only do your part. 

This year McCallum is running the 
largest advertising campaign in McCal- 
lum’s history. Distinctive new adver- 
tisements are entering over five million 
of the best homes in America. 

These advertisements are now running 
in Vogue, Ladies’ Home 
Journal, Harper’s Bazar, 
Delineator, Vanity Fair, 
and Good Housekeeping. 


¥oOo vu JUST 
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Look carefully at these new advertisements, See 
how smartly they portray the beauty and style 
of McCallum Hosiery. Many of your own 
customers read this advertising every month. 


are on your shelves. 
Go over your Mc- 
Callum stock carefully. 
Pay special attention to 
numbers 1916, 1921 
and 195. These num- 
bers will be big sellers. 
McCallum retailers have al- .« 
ready received a folder with full infor- 
mation about display material and news- 
paper mats. Return the post cara as 
soon as possible. 


Ae McCallum Hosiery 
RY Callum Co., Northampton, 
Silk Hosiery 

K N O W 


Massachusetts. 


SHE 


who know the 
ead in Custom fit know McCallu, 
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"they are in the high tide 
here, om shipboard or on 


le, im qualiey, 
= Hove 2 be pre-eminent, 
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Stage Set for Banner Year 


By H. C. Read 


Department Manager Wyman-Partridge & Co., Minneapolis, Minn. 


(An address before the Northwestern Shoe Retailers’ Convention in St. Paul) 


OSIERY is the most interest- 
H ing item in your stock, also 

the most interesting item of 
wear on the street, if we are to 
judge from the number of men who 
turn around to see a pair of silk 
hosiery go by. 

I don’t think you have an item in 
your stock on which you have the 
competition that you have on hosiery, 
and in the selection of your hosiery, 
one thing should be uppermost in 
your mind, and that is, what is the 
most I can pay for a $1, $1.50 or $2 
item? Give the buying public the 


as formerly satisfied the market for 
a year. Compare this great advance 
with the puny advances of steel, oil 
and electricity. 

Retailers who try to sell full fash- 
ioned hosiery on a price basis alone 
are making a mistake. It is a hope- 
less basis for the retailer who really 
intends to build up a permanent and 
profitable business in full fashioned 
hosiery. The wise retailer can and 
will sell quality in full fashioned ho- 
siery and will buy merchandise 
which he can honestly sell on a 
quality basis. This brings us back 


Prices of raw silk have shown a 
slight decline during the past sixty 
days, and many large factors in the 
market say silk prices must work to 
lower levels. Just why raw silk 
prices must work to lower levels is 
not apparent, unless it is believed 
either that consumption in this coun- 
try is going to fall off materially or 
that supplies in Japan are going to 
prove burdensome as the season 
nears its end. 

There is nothing as yet to indicate 
the probability of any drastic falling 
off in consumption of raw silk. Raw 


A well-balanced and attractive hosiery window recently shown by Bloomingdale Brothers, New York, built 


around the interesting futuristic display figure in the center. 


Although low-priced hose were shown, the 


display was worked out in a high-grade atmosphere 


best the market affords for the 
money and eliminate to a certain ex- 
tent the bell-ringing competitor 
who gets.more for his merchandise 
than your retailers do at any time 
of the year. 

The full fashioned hosiery mar- 
ket has grown by leaps and bounds, 
for this is surely a silk age. In the 
Dec. 11 issue of the Liberty Maga- 
zine, Mr. Harper Leach writes an 
interesting ‘article showing’ the 
grov.th of a silk hosiery business. 
He states statistics show that 
twerty-five years ago American 
women were content with 150,000 
pairs of silk hosiery a year, but that 
now they must have 55,000,000 pairs 
of pure silk hosiery. In other words, 
as many full fashioned hose in a day 


to a statement made a moment ago, 
and that is, build on reputable mer- 
chandise and buy the best the market 
affords for the price. 

Conditions in the raw materials 
market seem ideal for the coming 
year. The final cotton crop report 
shows 18,618,000 bales, and the most 
logical interpretation of this is that 
present quotations on raw cotton will 
be relatively stable for some time to 
come. Talk of 10c. cotton is still 
heard, but it is not considered to be 
sound. Expert trade opinion on cot- 
ton decided that further recessions 
in price are most unlikely and that 
cotton has seen its approximate low 
and that by fall an appreciable ad- 
vance in price will have taken place. 


silk prices today are on a low and 
attractive basis and will continue so 
for some time to come. 

Rayon prices, in the opinion of 
well-informed market students, are 
now on about the lowest basis that 
may be expected. In place of re- 
ducing prices, rayon manufacturers 
are more inclined to improve the 
quality, and improved quality does 
not make for lower prices. If prices 
are to be lower, that can come only 
from a general reduction of wages 
of all operatives in the knitting in- 
dustry, for the biggest factor 
making any knitted textile article is 
the cost of labor. 

With these conditions existing in 

[CONTINUED ON PAGE 139] 
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“America’s Most Beautiful Stockings!” 


BLUE MGON 


FULL FASHIONED 


Osi / k OS focrings 


NTRODUCED to America’s 
smart women but a short time 
ago. Today their favorite stocking. 


Blue Moon is a phenomenal re- 
peater. You will find your cus- 
tomers specifying over and over 
again, ‘‘America’s Most Beautiful 
Stockings.”’ 


Blue Moon constantly makes new 
friends. National advertising con- 
tinues to tell women of this ex- 
quisite stocking. Satisfied wearers 
tell their friends. To meet this 
tremendous popularity, a great new 
factory. has just been completed. 


Special Blue No waiting for 


Moon Features ck orders—a 
complete line 


of Blue Moon Silk Stockings is 
carried in our great new mill at 
Croydon, Pa. Your order is filled 
the day it is received. 


We do repairing and mending 
work on Blue Moon Stockings for 
the consumer, through the dealer, 
at cost. And at no increase in price 
we will dye one or more pairs of 
Blue Moon Silk Stockings any 
shade desired. 


Remember: Full preservation of 
mark-up is afforded every Blue 
Moon dealer. 


*“LONGER WEAR IN EVERY PAIR” 


LARGMAN-GRAY COMPANY, 


MILLS AT 
CROYDON, PA. 


FIFTH AVENUE, NEW YORK 


—— 





— 
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Key to Hosiery Colors 
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Indicating their proper application to each Shoe Color on the Chart 














SHOE COLORS* 














HOSIERY COLORS** 











SHOE COLORS* 


HOSIERY COLORS** 
FLESH 











FLESH FLESH PINK 
FLESH PINK H} PEARLBLUSH 
WHITE PEARLBLUSH ATMOSPHERE OR NUDE 
ATMOSPHERE CHAMPAGNE 
MAUVE 1} . ss FRENCH NUDE 
Pastel Tints, and brighter sport I SPANISH RAISIN Lee 
shades SANDUS 
SHELL GREY 
| MOONLIGHT 
| 


FLESH 


FLESH PINE 


PEARLBL 
ATMOSPH 
NUDE 


PASTEL PARCHMENT 
| 


SHELL GREY 


MAUVE 


ROSE BLUSH 


ATMOSPH 
FRENCH N 
ALESAN 


STONE ATMOSPH 


GRAIN 





| 
SHELL GREY | 
FLESH | STROLLER TAN 


MOONLIGHT 


PEARLBLUSH 


USH 
ERE 


FLESH 
FLESH PINK 


SH 
Jat OR NUDE 


DS | HAMPSTEAD BROWN 


CHAMPAGNE 


ERE OR NUDE 


PIPING ROCK 
RAIN 





PEARLBLUSH 
CHAMPAGNE 

SUNSET 

FRENCH NUDE 

4itorn == OR NUDE 








PEARLBLUSH 
ATMOSPHERE OR NUDE 
CHAMPAGNE 

SUNSET 

ra ttt NUDE 









GE 
ALGERIAN 
SANDUST 











*Official shoe colors for 1927 Spring and Summer, created and promoted by The Textile Color Card Association of the United States, 


Inc., Tanners’ Council, 


**Created and promoted by 
Underwear Manufacturers. 


Colors printed in Italics aypear on 1927 Spring Season Hosiery Color Card of America, 





National Boot & Shoe Manufacturers Assn., and National Shoe Retailers Association. 
The Textile Color Card Association of the United States, Inc., 


and National Assn. of Hosiery and 








the three raw materials of which ho- 
siery is manufactured, what is to 
hinder us from having a banner year 
in the hosiery department? 

Stocks should always be well as- 
sorted and in condition to take up 
new merchandise the minute it is 
shown. Keep your hosiery stock 
alive by showing a few fancies; the 
investment is not great and the effect 
has its results. In my own case, I 
have been criticized by the heads of 
our house for the size of stock car- 
ried, yet our stock today has less 
units than former years, the differ- 
ence in dollars and cents being the 
price of units now in vogue. For- 
merly we sold an enormous quantity 
of women’s 25c. mercerized hose, in 
black, white and cordovan, while to- 
day our sales of $1 silk hosiery ex- 
ceed that of the mercerized a few 
years back, and we carry twenty 
colors in place of three. Take this 
fact into consideration when going 
over your hosiery stock with the 
buyer. 


IVE the hosiery department a 
prominent location in your store, 
and see that you always have a good 
display, especially of colors in de- 
mand. Women are always interested 






in any new shades and patterns, and 
by -displaying them you create a de- 
mand which you would never have 
if they are put away on a shelf and 
not seen. 

With the competition that exists 
today from all sources, merchandise 
must be priced right in the hosiery 
line. It is as staple as sugar to the 
grocery store, and your customers 
are more familiar with merchandise 
than ever before. 

Mark your goods with a fair mar- 
gin of return and work on turn-over. 
Do not hamper business with too 
much system, but know the true con- 
dition of your stock at all times. 
Dig up the old merchandise and get 
rid of it; merchandise that your cus- 
tomers do not want after it has been 
in your stock for six months you 
certainly cannot afford to carry. 

Get a good line of hosiery and put 
your efforts behind it. Have your 
clerks well advised as to the good 
points of your line, and see that they 
have a sales argument that will con- 
vince your customers that you have 
the best line obtainable. Sell your 
lines to your employees first and you 
will always have a successful hosiery 
department. 

I noted the following clipping in a 


recent issue of a magazine that I 
think is very good. Don’t waste your 
time asking the other fellow “How’s 
your’ business?” Ask yourself, 
“Where is business?” and go after it. 


N the place of future orders on 
hosiery you will not, nor do you 

need to give your season’s require- 
ments, but place an initial order that 
will indicate to the seller the class of 
merchandise you will use for the sea- 
son. This enables him to have manu- 
factured a surplus for future needs, 
so that when reorders are sent in 
there is no question about their be- 
ing filled promptly. 

In glancing through a financial 
paper the other day, I noted with 
pleasure that the largest bell-ringer 
in the hosiery game showed a very 
sharp decline in profits for the fiscal 
year ending Sept. 30, which natural- 
ly means a sharp reduction of sales 
in view of the fact that the decrease 
in profits is over a million dollars. 

Possibly this is the beginning of 
a new day. Consumers must sooner 
or later come to the realization that 
local retailers can supply their needs 
on this line at a relatively cheaper 
price and get better merchandise. 
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These are the patterns that sell! 


Originality of design is the great sales 
builder. Hirner patterns are really orig- 
inal because they are made on our own 
patented machines. 


Your customers want exclusive styles at popular prices— 
sell them the two Spring styles illustrated. 


Advertised to over 800,000 men through the April Elks Magazine 


HIRNER HOSIERY CO. 


Main Office 


ALLENTOWN, PA. 


New York, N. Y. Office: 468 4th Avenue. 

Philadelphia, Pa. Office: R. H. Aucott, 
Queen Lane National Bank Bldg. 

Chicago, Ill. Office: Gale V. Smith, 408 S. 
Wells St. 

Cleveland, Ohio Office: Fred A. Smith, 1426 
W. 3rd St. 


Style 901—Exclusive | patterns in Vertical Style 951—Military Clox. 10 color combi- 
owen. 15 color combinations. Rayon over nations. Rayon over Lisle. 


DOLLAR OR MORE RETAILER DOLLAR OR MORE RETAILER 




















LOSON Proper Fitting of Shoes Now 


More Important Than Ever 
THE DERBY IS B ACK With new lasts being developed, with people’s 


feet showing changes because of the country- 
wide inter i iviti u i 
AND WITH IT HAS COME THE e interest in outdoor activities, your retail 

shoe salesmen should know everything there 


NEED OF BLACK SHOES AND SOX : 
is to be known about foot structure, last meas- 


Our Ii f sh urements and fitting generally. This informa- 
ral Ine Of mens hose meets tion can be obtained in concise form in the 
this new demand for plain fifth revised edition of the 


colors, and your customers 


will be more than satisfied SHOE AND LEATHER 
with the fit, appearance, and ; LEXICON 


fine wearing qualities of our 
x. 

a A very valuable book for everyone connected 

' é with the shoe and leather industry. All the 

To be retailed at prices ranging from 35c to $1 unusual «terms, as well as those in everyday 

use—defined and explained. An asset to any- 


pod aged stock of sizes one who wants to read up on shoe and leather 
and colors awaits your orders. terms. More than a dictionary—almost an 


encyclopedia. 


The Price Is Only Fifty Cents 
(Cash with Orders) 


READING, PA. 


Boot AND SHOERECORDER PUBLISHING COMPANY 
207 South Street, Boston, Mass. 
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@\hlOSIERY MARKET TALK &8 


Hosiery Exposition 
July 18 to 23 


Men’s socks of all materials and 
a diversity of patterns will provide 
one of the most conspicuous features 
of the coming displays of hosiery 
and underwear to be on view in the 
Walcorf-Astoria Hotel, July 18 to 
23, according to word from the 
committee sponsoring the second 
National Exposition of American 
Manufactured Hosiery and Under- 
wear. 

Manufacturers, wholesalers* and 
selling agents who exhibited their 
product in last year’s show indicate 
their intention of participating in 
the July event. With them will be 
a number of new exhibitors, who 
will, if present plans materialize, 
display a wider range of materials, 
colors and designs than was shown 
at the first exposition. Some intend, 
f also, to show certain fancy numbers, 


clocked and patterned in originai 
color designs, for the first time. 

In order that no confusion may 
arise as a result of the fact that 
manufacturers who sell the whole- 
sale trade and those who sell the 
retail trade are exhibiting their prod- 
uct in the same place and at the same 
time, the committee handling details 
of the exposition announces that two 
separate and distinct sections on the 
second floor of the Waldorf-Astoria 
will be devoted to the two groups. 
Wholesalers will exhibit their lines 
of hosiery and underwear’ with 
manufacturers selling direct. 

Retailers throughout the country 
are being advised in detail of the 
coming exposition, and are expected 
here in greater number than last 
year. There was some criticism that 
last year’s show came too early in 
the summer to attract buyers. 
Hence, the 1927 show, coming as it 
does at the height of the buying sea- 


Two jacquard and one vertical stripe pattern in men’s half 


hose of rayon combination. 


Courtesy of Robert Reis & Co. 


At the left, three new sport patterns 

in boys’ stockings, and at the right 

a new blaser stripe pattern in sport 
hose for young girls 


son, will undoubtedly prove a draw- 
ing card and the center of attraction 
during the week of July 18-23. 


Another Hosiery Mill 
in Greensboro, N. C. 


With the Carolina Silk Products 
Company’s new full fashioned silk 
hosiery mill nearing completion at 
Greensboro, N. C., F. Osborne Pfingst 
and Frank E. Curran, of Philadel- 
phia, announced plans to construct 
another mill in Greensboro, to be 
operated by the Greensboro Silk 
Hosiery Company. The projected 
plant will have a floor space of ap- 
proximately 20,000 feet. The Caro- 
lina Silk Products Company is owned 
by Philadelphia capitalists also. 


Phoenix Hosiery Co. 


Shows Sales Gain 


The annual statement of the 
Phoenix Hosiery Company, Milwau- 
kee, shows net profits for 1926 of 
$1,739,621.11, an increase of approxi- 
mately $88,000 over previous years. 
After allowing for preferred stock 
dividends, this is equivalent to $8.32 
per share on the common stock. 
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No. 806—a pure silk to the hem seamless 
style with fashion marks, 4 ply heel, toe 
and double sole. 
Black Silver Grey 
White Toast 
Atmosphere Woodland Rose 
Blonde Dove Grey 

r 
French Nude ra wre 


Beige 

Leather Grey bose pen 
Gun Metal = — 
Maize Sandust 
Mauve Taupe Rose Blush 
Biscuit Moonlight 
Dawn Skin 


Sizes 8 to 10% 
$8.00 doz. 


* * * 


No. 907—a pure silk to the hem, full 
fashioned style, with reinforced service 
foot. 
Black Toast 
White Woodland Rose 
— — Rose Blush 
ak Nude Silver Grey 
Genin Moonlight 
Parchment Skin 
Atmosphere Peachbloom 
Champagne Sandusi 
Blonde Aloma 

Sizes 8 to 10% 


$12.00 doz. 


Order a sample dozen of each style Today 


COOPER WELLS & CO. 
250 Broad St. St. Joseph, Mich. 


Mills at St. Joseph, Michigan, and 
Albany, Alabama, 
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